











Motor “Job Analysis” 


provides smooth, compact power 
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Cabot motor 


Bive-prin 
Experience proves that by giving advance consideration 
to such operating factors as torque, load cycles, starting 
load, reversibility, acceleration, quietness, operating 
conditions .. . then building a motor that meets the 
exact performance conditions . . . machines operate 
more efficiently and economically with less maintenance. 
Since standard off-the-shelf motors 
cannot meet all performance require- 
ments, the solution is a_ special 
fractional H. P. motor . . . designed 


and built by Holtzer-Cabot. 


For over 50 vears Holtzer-Cabot has concentrated its 
energies in designing and building special motors to 
meet special operating conditions. Today, our plant 
facilities are being utilized for manufacturing special 
motors for war products, but our motor development 
engineers will gladly discuss your post-war fractional 
H.P. motor problems and requirements with you. 


SPECIAL MOTORS DESIGNED TO FIT THE APPLICATION 


Division of First Industrial Corporation 


Designers and Builders of Special Fractional HP Motors and Electrical Apparatus 


125 AMORY STREET, BOSTON 19, MASS. e NEW YORK, N. Y. ¢ CHICAGO, ILL. ¢ PHILADELPHIA, PA. 
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W. A. Matheson was elected president 
Df all ncaa Oil-O-Matic Heating 
Corp. at a directors 
meeting on Sept. 18. 
In’ addition, Mr. 
Matheson was named 
General Manager of 
the Corporation. W. 
W. Williams, for- 
mer president, was 
elected Chairman of 
the Board of Direc- 
ors. Prior to , 1937, Mr. Matheson spent 
en years in Oil-O-Matic sales activity in 
he Pacific northwest, Philadelphia, Penn- 
ylvania, and Chicago. After an interval 
with General Motors, he returned to Oil- 
O-Matic in 1940 as assistant to the presi- 
dent. 























Eugene O. Olson has joined the Del- 
avan Engineering Co. as heating engineer 
and will also act as 
chief engineer of the 
affliated concern, 
Delavan Manufac- 
turing Co. He was 
previously connected 
with the firm’s: ex- 
perimental —labora- 
tory. He recently did 
some work with 
Cities Service Oil 
Co., and was also a member of the Iowa 
State College faculty. - 















George R. Metzger is succeeding 
George G. Auer as 
president of the 
Auer Register Co., 
Cleveland, Ohio. 
Mr. Metzger is the 
grandson of George 
S. Auer, the original 
president and found- 
er of the company. 
He has served the or- 
sanization for many years in an execu- 
Rive capacity. 
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By the time you read this, the war in Europe may be 
over. Partial reconversion of industry is already a fact 
and full-scale resumption of civilian production will 
come quickly after final peace. The point is that the 
“postwar era” will be here a lot sooner than many of us 
realize. The time for planning will be past — the time 
for action will be with us. 


The sale of compact, low-cost oil-burning heating 
units for small homes was big business before the war. 
Surveys indicate that when peace comes it will be even 
bigger. The public will want automatic oil-burning 
units for convenience, and vaporizing oil burners for 
economical and satisfactory operation. Of interest to 
you is the fact that in this category 


H. C. LITTLE LEADS THE FIELD 


WITH THE ONLY FULLY AUTOMATIC ELECTRIC 
IGNITION NATURAL DRAFT VAPORIZING TYPE 
BURNER Available in a complete line, includ— 
ing Conversion Burners, Floor Furnaces, Base- 
ment Furnaces, Utility Room Furnaces, Space 
Heaters, Water Heaters, Wall Furnaces, etc. 


That is why, after the war, H. C. Little dealers will 
again have the competitive advantage — be selling what 
more than 75% of all home owners want — heating 
equipment designed especially for the typical 5- to 6- 
room house. That is why many capable merchandisers 
are going quietly ahead NOW with preparations for 
selling the H. C. Little line as soon as civilian models 
are again available. They know that always, in the head- 
long rush of events, “It is later than you think.” 


May We H.C. LITTLE 


send you, without delay, 
a copy of “How to Get Burner Co. 


Real Profits in Postwar 
Heating” with our comp- SAN RAFAEL, CALIF. 


liments? Branches in Principal Cities 
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C. W. Cornelssen has joined William 
Oil-O-Matic Heating Corp., Blooming 
ton, Ill., as Manage 
of Heating Sales. Hj 
was formerly ass 
ciated with Harvey 
Whipple, Ine 
Springfield, Mass., aj 
sales manager. Mr 
Cornelssen has bee; 
well-known in thg 
Oil Burner industry 





for over 20 years 
He was previously connected with May 
Oil Burner Corp. and Socony Burned 
Corp. 


William M. Kauffmann has been ap’ 
pointed assistant to the chief engineer in 
charge of Diesel en- —__- ... 





gine development for 
Mack Trucks, Inc. 
With twenty years’ 
experience, he is well 
qualified to super: 
vise the truck firm’s 





enlarged facilities for — } 
Diesel research and _— “4 
development. He was P| 

previously engineer & 
with Worthington Pump and Machinery 
Co., Buffalo and the National Transit 
Pump and Machine Corp., Oil City, Pa. 


, 


Robert E. Hardwicke has been ap 
pointed chief counsel for the Petroleum 
Administration for War. He will succeed 
J]. Howard Marshall who resigned Sept. |. 
Mr. Hardwicke had been PAW's ass0’ 
ciate chief counsel since November 1943. 
He previously had been serving as 4 spe 
cial consultant to PAW. 


Jack Spalding, Jr., who was formerly 
president of Air Devices, Inc., New 
York, is no longer connected with that 
company. He will devote his entire attem 
tion to the establishment of a large scald 
experimental dehydration plant in Green 
ville, S. C. He is well-known in the oll 
fired and industrial equipment field 


months Chief of the Special Equipmen 
Branch of the General Industrial Equip 
ment Division of the War Productio4 
Board, will become associated with Cat 
rier Corporation on November 1. He pre 


Frederick W. Smith, for cipal 





viously worked in several capacities wit 
the Frigidaire Division of General Motot 
Corp. 
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HELP 


No. 300 MULTIPORT—Ad- 
justable large port fast 
venting radiator air valve 
with. controlled rate. Hand- 
somely styled black plastic 
case. For pressure under 
three pounds. 


No. 5000 VARIPORT—Ad- 
justable port valve for sys- 
tems working on pressures 
over three pounds. Espe- 
cially adaptable to apart- 
ment houses and large 
buildings equipped with 
one pipe steam systems, 


No. 861 HURIVENT— Has 
full 12” port opening. Vents 
mains in shortest possible 
time. 








bu Contd TO GET READY 


FOR THE WINTER AHEAD 


We realize that most people don’t think about home heating 
problems until the first cold snap! 

But now is the time to educate your customers in the proper 
ways to save fuel. Don’t wait until winter comes, and you 
are up to your neck in work! 

The government has emphasized the need for stretching 
our fuel supply and has authorized the manufacture of fuel 


No. 500 AIRID—Inex- 
pensive, non-adjustable 
valve. For many years 
a favorite with heating 
men. For both hand 
fired and. automatically 
fired one pipe steam 
systems. 


No. 841 QUICK VENT— 
Inexpensive yet highly 
efficient main line vent 
with %4” port opening. 





ALSO—Vacuum Valves: 


—for hand fired sys- 
tems—not recommended 
for automatic, intermit- 
tent firing. 





_ The No. 300 or No. 5000 together with the No. 861 make up the 
famous Ideal Fast Venting System which provides maximum 
comfort-and greatest fuel savings on automatically fired jobs. 


DETROIT 


General Offices: 





LUBRICATOR 


DETROIT 8, MICHIGAN 


saving devices. It is up to you to see that these devices are 
sold and properly installed in order to effect the necessary 
fuel economy. 


Take advantage of this opportunity to sell your customers 
the benefits of the Ideal Fast Venting System. You'll save 
their precious fuel, keep them more comfortable and build 
good will and profits for yourself. 


OMPANY 


Canadian Representative —RAILWAY AND ENGINEERING SPECIALTIES LIMITED, MONTREAL, TORONTO, WINNIPEG 
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sories 


Heating and Refrigeration Controls « 
Radiator Valves and Balancing Fittings 


Division of American Raprator & Standard Sanitary corporation 


and Refrigeration Accessories °¢ 
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Engine Safety Controls » 
Arco-Detroit Air and Vent Valves « 
Air Filters » 


Safety Float Valves and Oil Burner Acces- 
““Detroit’’ Expansion Valves 
Stationary and Locomotive Lubricators. 











FACTORY SHIPMENTS, in Thousands of 
Domestic Oilburners & Units ———= 
Domestic Gasburners & Units 
Domestic Stokers —— —— ———— 





MAR _JUN 


1942 


SEP DEC MAR JUN 


943 
Shipments of Oilburners and Units 


Adjusted to include manufacturers other than the 85 reporting to 
Census Bureau, FUELoIL & O1t Heat's estimates of shipments are: 


SEP DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV D 
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———_____JULY— — —SEVEN MONTHS - 25,698, and for the same period last year 
Percent Percent 4.721. Now that the War Production 
1944 1943 Change 1944 1943 Change niet vie ere piicacscuil 
Conversion 2.008 1.002 a 50.0 18,220 10,948 + 66.4 Board as authorize the — acture 0 
Boiler units 573 90 + 513.6 2,831 5,489 —48.4 30,000 burners a quarter for replacement 
Furnace units 256 479 — 46.6 2,091 4,308 —51.3 a ee lv be f 
. Fs ap ee S @ ales s r be FUP 
Alldomestic 2.837 1.571 + 806 23142 20745 +116 purposes, such sales will shortly be 
Commercial 2,202 3,921 - 43.9 18,626 28,251 — 33.7 ther accelerated. 
a ») ¥ a3 P 
Total 5,039 5,492 8.3 41,768 48,996 14.7 ee 
100 = D 0 T T 100 ~~ prices on the index declined slightly in 
TOCKS OF DOMESTIC OILBURNERS AND UNITS a mn ee 
90F- (in Thousands) End of Month Shown 90 August from July, both wholesale and re- 
as | i 1° tail. The price tables showed declines in 
70|+— Dealer Stocks === _ +70 g ; 
60 | | a. |,. | four categories, increases in two. As prev 
“ SS2808 8! } | jij 459 viously explained, the ne is more ac 
eo oO ret 440 curate than the tables, since each month 
30 T rrr eee 130 it is based on a specific group of dealers 
20 ree) | | 2 ib) 9 8 0 8 20 who report consistently. The tables aver: 
Torn~t- tetas 10 8 a ee ee . . inenite 
ns EENRCESRSTRREUERR ij wine 7 8 | : age all dealers reporting in the specthc 
JUN SEP DEC MAR JUN SEP DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC month. 
nae -_ _— BURNER STOCKS: At the end of August 
Auaust Minimum Retail Prices: Kev Dealers dealer stocks had dropped to an estimated 
CONVERSION BURNERS BOILER-BURNERS | FURNACE-BURNERS 8,700 domestic burners and units. This is 
Top price* Low price Top price* Low price Top price* Low price decli £ al 4.300 from July, and 
Highest $335 $189 $575 $380 $555 $395 a decline of about 4,3 rom july, ¢ 
Lowest 200 165 400 325 425 325 reflects a tightening attitude on the part 
August Aver. 262 179 456 360 472 376 C > — at] ; 
cess applications for 
July Aver. 260 188 485 364 485 370 of W.P.B. in processing applic 








*Top price key dealers for conversion burners are those whose minimum 
retail prices are $200 or more; for boiler-burner and furnace-burner 
units (exclusive of ductwork) those whose minimums are $400 or over. 


Price Index: Conversion Burners: Jan. 1940 is 100% 











































































































Oilheating Trends 


AUGUST, CURIOUSLY, IS NOT as good a 
month for the sale of replacement »il 
burners as July, even though it is nearer 
the heating season. Estimated August in- 
stallations of domestic oilburners and wnits 
were 2,991 compared with July’s 4,434. 
For the same months a year ago the esti 
mates were August, 328, and July, 730. 


Possibly the replacements were actually 
ordered in the spring, with installation 
deferred until dealers could get deliverie 
on the burners. Total domestic sales for 
eight months this year are estimated at 


EC 





permission to buy burners from manutac’ 
turers. It may seem strange that dealer 
stocks dropped 4,300, when sales for Aw 
gust are estimated at only 2,991. This 1s 




















WHOLESALE RETAIL caused by lack of uniformity on the part 
August 114.0 Six months ago 105.7 August 113.0 Six months ago het of dealers in reporting their sales. Some 
uly 114.5 Yearago 103.7 uly 113.1 Yi 110.8 Da te 
July 6° July a report them on the basis of new orders, 
300 ——- - - 308 co > illings at the 
2754+ A + Inpex oF Burner PERMITS in 43 Cities ———— | oe oe t 2p While others — aie etaganarta’ | 
2a5t1 4 inching ae es ee ee 4 time of installation. Some individua 
a + = } | fp tt a tH 
200f-+4-+-+% 4 INDEX a” Cities~——= |_| ae a is ) 200 months, then, show more or less sales than 
well Lh verage 0 | | [Pe oh eer ee Teed igs , / Y : _ 
75 ‘4 | {Both indexes adjusted for seasonal variation ae: me kag T | 75 should be actually credited if the basis 
150 | el 7 rv Tet tT T ‘ta TT TJ rT T T TT 1 | 150 ; ee ntial 
| ann | = Eakin |_| | Ji, were uniform, but this is inconsequential, 
ae [| PS 103.8 | | ; | | ; — 

ame NS + ib + iP on | | |_li99 + for a three-month moving average would 
| | | ‘ “7 | ae? 
| Gc Peis | | | |_|7, justify sales and stocks. Factory stocks at 
| | | t ] . 
} | cha s37 } | | the end of July were 19,190 domestic 
| | f ~~ | | 2 ‘ \ AAS 
ty rT] “=o 50 burners and units, compared with 20.*+4 
| | He | at the start of the month. Shipments dur 

4 4 ° 
a | ry - ing July were 2,008 conversion burners 
| | 93 104 9.9 I.5 124 !27 93 rae 56 f 7 
| 10 573 boiler-burner units and 256 furna-e 
oLLi it | | o burner units—total domestic equipm« nt 

DEC MAR JUN SEP DEC MAR JUN SEP DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 7.837 
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SERViUE INCOME: August service de- 
partment income of reporting key dealers 
averaged $2,998, compared with $2,575 
in the same month a year ago. This is a 
strong upswing from July’s average of 
$1,771, and reflects the peak period of 
summer clean-up and tune-up activity. 
Manpower is showing signs of easing 
dight!y, with 13% of reporting dealers 
saying that it is easier to get service men 
than it was a year ago. However, the ac- 
tual number of their service men now 
working is lower than in August, 1943. 
The average dealer reporting for August 
had 4.6 service men, while 12 months be- 
fore he had 5.1, showing a decline in 
manpower of about 10% in the year. The 
13% of dealers who said manpower is 
now easier to get actually have more men 
today than a year ago. With war plants 
here and there cutting back their men to 
40-hour weeks and more modest incomes, 
it is probable that our industry has passed 
the peak of manpower stringency. 

SUMMER FILL-UP: As of September 1, 
fueloil distributors reported an average 
of 34% of their domestic tanks had been 
filled. On August 10th this had been re- 
ported by the same group as 35.3% filled. 
That seems quite an advance in 20 days, 
until it is remembered that the industry 
has facilities to load up every domestic 
tank in 20 days if operating at January 
tempo. 

CRACKED OIL PROBLEM: We still have 
no definite action by Government groups 
on this, but quite a number of fueloil dis- 
tributors have gone about handling it in 
their own way. On the official side, the 
General Industry Committee for P.A.W. 
District I met September 8 to dispose of 
the problem. 

Recommendations had been passed up 
to this top committee from three lower 
levels. Instead of reaching a decision, 
however, they sent it back to the refining 
committce for more figures. The Petro- 
lum Industry War Council, at its Den- 
Ver meeting in late August, recognized 
the problem by including in its demand 
Projections an additional five million bar- 
tls of kerosene for District I for this win- 
ter. This was to handle direct shifts to 
kerosen: by some users of critical burners 
and to make possible blending of No. 2 
and kerosene by other distributors. 

Fueloil, men who regularly report 
monthly for “Trends” have explained 


how they are individually handling the 
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—_——OILBURNERS = 
August 8 MONTHS 


1944 1943 1944 1943 


Baltimore, Maryland 0 31 78 504 
aa de a Ae Binghamton, New York 0 0 1 0 
36 0 276 3 Boston, Massachusetts 0 l 0 22 
13 0 69 3 Bridgeport, Conn. <a “a aA nd 
as Ae Re Des Moines, Iowa 3 5 11 10 
10 0 80 0 Detroit, Michigan Ds ae Pm a 
2 0 9 3 Elizabeth, N. J. 0 4 0 50 
7 0 31 2 Freeport, New York a4 wa Oe ; 
Greenwich, Conn. 0 0 0 3 
ey Hackensack, N. J. 0 0 0 0 
6 2 36 16 Hartford, Conn. gh aH Ba a 
0 0 l l Irvington, N. J. 0 6 t 11 
me Lynn, Massachusetts 0 0 0 0 
3 1 15 6 Milwaukee, Wisc. 98 4 114 165 
ye Minneapolis, Minn. 0 0 3 2 
1 0 18 3 Montclair, N. J. ea e a3 
ae ae me Morristown, N. J. 0 0 0 0 
6 3 63 15 Mt. Vernon, New York 
5 7 89 24 New Bedford, Mass. 
4 7) 9 1 New Haven, Conn. 
0 0 2 6 New Orleans, La. cae ae ai a 
2 0 5 0 New Rochelle, N. Y. 0 0 1 0 
3 me “ in Norfolk, Virginia 0 7 5 180 
0 0 1 4 Oakland, Calif. ar oe =e Fee 
a a oe Omaha, Nebraska 41 0 276 3 
0 0 l Orange, New Jersey 0 0 0 0 
3 0 15 1 Paterson, N. J. 0 4 1 30 
3 me Plainfield, N. J. 0 3 7 9 
2 1 14 3 Portland, Maine 0 1 2 12 
31 4 jag 33 Portland, Oregon 23 a ne re 
is Providence, R. I. 1 0 1 0 
a te ae ae Reading, Penna. 0 0 0 0 
0 0 0 l Richmond, Virginia 2 0 2 33 
0 y2 0 3 Rochester, N. Y. - 
3 2 22 5 Rockville: Center, N. Y. ee ne ais san 
4 0 4 0 Salem, Massachusetts 0 0 0 0 
2 3 34 38 St. Louis, Missouri 0 0 0 39 
6 0 47 7 St. Paul, Minnesota 0 0 0 3 
l 0 12 18 Schenectady, N. Y. ne mS ag my 
Seattle, Washington 132 162 397 506 
oi = a Springfield, Mass. 0 - 11 246 
1 0 11 0 Stamford, Conn. me ae th : 
Syracuse, New York 0 9 21 51 
Trenton, New Jersey 0 0 7 103 
ie xs re a Utica, New York 28 0 30 0 
6 1 67 21 Washington, D. C. ip aa a a 
. se wi ts West Orange, N. J. 0 0 0 0 
8 1 2 11 White Plains, N. Y. 0 0 0 0 
0 0 12 3 Wilmington, Delaware 2 0 10 496 
13 1 98 10 Worcester, Mass. ae 
7 1 55 11 Yonkers, New York es ee es ne 
180 29 1233 253 Totals 307 241 982 2478 
+ 521.0 + 386.0 Percent Change +24.8 = 6409 





Oilburner* and Building Permits 








———DWELLINGS————_—- 
August 8 MONTHS 


1944 1943 1944 1943 


*Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu- 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 
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problem. All in District I: 

31% ignore it; they put into any tank 
any oil they may get. 

23% have been able to get a 35 grav- 
ity oil for critical burners. 

8% are blending in some kerosene. 

23% are switching these users to kero- 
sene or No. 1 oil. 

15% are not yet filling the tanks of 
those critical users. 

The percentages shown are simply 
number of dealers, without relation to 
size of dealer or gallonage being handled 
as described. The analysis does point up 
the fact that less than a third of dealers 
are ignoring the problem. 
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DEALER FUELOIL STOCKS: An attempt 
was made in the questions this month to 
get a clear picture of dealer stocks on 
September 1. But not enough of the deal- 
ers answered in full detail to make a safe 
estimate possible. It is clear, however, that 
throughout the East dealer stocks of both 
kerosene and No. 2 are lower than last 
year, perhaps as much as 20%. Some of 
the larger dealers, with storage capacity 
of half-million gallons and upward, have 
stocks as much as a third below last year. 
Apparently they are playing close to their 
belts in case the war in Europe should end 
suddenly and products back up here, with 
a softer price structure. 









TOMORROW 


may be almost as close as 


rODAY dhe 
douk 


inter 


We are actually close to the situation we’ve been dreaming about. Much 500, 
On 


sions 





closer perhaps than we thought. The war has reached the stage where the 


sudden decisive defeat of the axis may take place any time. of e 
than 


When that occurs, the pent-up demand for homes and home equipment ed 


: less 
is likely to burst over the dam and sweep the country. year 
R 
But most of us realize that war limitations will NOT disappear like magic. sent 
Even if the paper regulations vanished over night, that would not result sii : 
ae aie pre 
in a flock of civilian goods being available. There will still be a shortage futu 
oper 

. e . . are I 
shortage of collaterai units, miscellaneous items. But the basic fact under- cond 
at th 
oilhe 
factc 
and 
BURNERS —and oil heating equipment. If you wait too long, you may part 


for some time, not because of the tooling up process alone, but because of 


neath all this is, that for some months, demand is going to be greater than supply. 


Let’s suppose for a minute you are thinking about taking on a line of OIL 





find yourself out in the cold. Actual customers with franchises for a specific 


territory must be given right of way. : 
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$0, in the friendliest possible manner, we suggest that if you ave thinking this 


. . . ; . eos stan 
about adding a line of Toridheet oil burners, air condition- oil 


ing units, oil burner boilers and water heaters, it is ) wil 
@ activ 


exceedingly important to you that you write at once and resp. 


put yourself on the safe side. vd 
the 
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CLEVELAND STEEL PRODUCTS CORP. e CLEVELAND 2, OHIO 


Oil Burners + Air Conditioning Units + Oil-Burner Boilers 
Coal and Gas Furnaces + Water Heaters 
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Oilheating Tomorrow 


[. Estimates of Postwar Expansion 


D OMESTIC oilburners and units operat- 
ing at the end of 1950 probably will be 
double those now in use, and sales in the 
intervening period will total nearly 2,- 
500,000 burners, according to FUELOIL & 
Om HEAT’s most recent study. Conver- 
sions from other fuels and replacements 
of existing burners will represent more 
than 77% of the market potential, and 
new homes are expected to take something 
less than 23% in the first five postwar 
years. 

Results of the market study are pre- 
sented here for the guidance of the indus- 
try with full recognition of the hazards of 
prediction, because an appraisal of the 
future is a necessary everyday business 
operation. Most business decisions today 
are made on the basis of probable future 
conditions, and this study has been made 
at the repeated and urgent request of the 
oilheating industry. Several unpredictable 
factors can influence the totals in general 
and the use and product breakdown in 
particular. 


Basic Assumptions 


Several assumptions are at the base of 
this study. It has been assumed, for in- 
stance, that there will be plenty of fuel- 
oil suitable for domestic use; that there 
| will be a relatively high level of business 
j activity and consumer income, and a cor- 
Tesponding increase in building activity, 
and that the popularity of oilheating and 
the public's appraisal of its desirability 
will be at least as high as it was in 1941. 
It also has been assumed that 1946 will be 
the first postwar year as far as equipment 


considered as 1946 to 1950, inclusive. 

That there will be an abundant supply 
of light fueloil at a competitive price 
never has been in doubt. New refining 
processes will make possible a better bal- 
anced refinery yield, and allow a steady 
and adequate flow of distillate to meet 
the demand. Prices in a competitive mar- 
ket are expected to be very favorable to 
the expansion of equipment sales, though 
the effect of inflation may increase the 
dollars-and-cents prices of all fuels over 
prewar levels. 


National Prosperity Level 


One of the principal factors affecting 
the oilheating business—and one of the 
hardest to justify—is the general level of 
prosperity that is likely to prevail in the 
immediate postwar period. There have 
been a number of predictions of business 
activity, levels of employment and na- 
tional income. ‘Most of these measures 
fail in some particular as a yardstick for 
potential oilburner sales. Spendable con- 
sumer income is the best measure of pros- 
pective oilheating activity, since there is 
a close correlation between the amount of 
money individuals can spend and their 
oilburner purchases. Taking neither the 
most optimistic nor the most pessimistic 
view of consumer income, it has been as- 
sumed that a postwar low of $115-billion 
of individual income will be reached in 
1947, after which it will climb to $123- 
billion in 1950. These figures represent 
an approximate middle ground of pre- 
dictions by four of the country’s largest 


manufacturing companies and the Bureau 
of Foreign and Domestic Commerce. Es- 
timates of spendable income on which 
the oilheating study has been based are 
shown below and compared with recent 
prewar years. 


Consumer Spendable Income 


Estimated 


1946—$116 billion 
1947—$115 
1948—$119  ” 
1949—$122 
1950—$123 


Actual 
1937—$69 billion 
1938—$63 = 
1939—$68 
1940—$73 
1941—$88 


These figures represent the total of 
wages, salaries and dividend payments, 
less direct personal taxes, but are not ad- 
justed for constant purchasing power. 
With so much more money to spend, and 
with an acute shortage of housing in some 
of our most thickly populated areas, it 
seems reasonable that there will be a con- 
siderable increase in building. Some esti- 
mates run to nearly 2,000,000 dwelling 
units a year, but there is little to support 
such estimates. Opinions of five of the 
most reputable estimators indicate that 
we shall build about 3,700,000 1- and 2- 
family houses in the first five postwar 
years, or an average of 740,000 a year. 
Obviously, this total will not be spread 
evenly over the five years, since the build- 
ing industry cannot get under way im- 
mediately due to labor and material short- 
ages. Also, there is a definite limit to the 
demand and the industry’s ability to build 
individual homes. It is estimated that we 
shall build 410,000 homes in 1946 (con- 
trasted with 550,000 in 1941), and in- 
crease to 680,000 in 1947. The peak will 
be reached in 1948, and thereafter tend 
to level off. It is estimated that 870,000 


Estimated Burner Sales 1946-50, by Types of Sale 


New Homes 
62,000 
103,000 
132,000 
132,000 
132,000 


461,000 


sales are concerned. There is a possibility 
that the latter part of 1945 will witness 
p Some casing of restrictions, but it is not 
; felt that 1945 will be a typical postwar 
year for the oilheating industry, or for 
4 the several other industries to which it is 
related. The first five postwar years are 


Total 
420,000 
466,000 
507,000 
534,000 
566,000 


Replacements 


74,000 
66,000 
68,000 
80,000 
100,000 


Conversions from Coal 
284,000 
297,000 
307,000 
322,000 
334,000 

1,544,000 2,493,000 


5-yr. Total 388,000 


. 
é ot/ heat 














OILBURNER SALES FOR THREE USES 























spendable income, new homes probably 
to be built, and the number to be heated 
with oil. 
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alae aa A Conversions from Other Fuels 
se aa ean Tae = Projection of the estimated number of 
SONVERSION - oilburners and units to be used to convert 
FROM COAL = existing homes to oilfiring has been done 
as = by extending the curve of the past into 
< the postwar years. Conversions from 
. a . other fuels also have shown a rather close 
2 relationship to spendable income. People 
7 buy oilburners and improve their prop. 
— a = erty when they have a reasonably good 
ie ” income, whether or not they have the 
= cash in the bank. Plotting the sales of oil 
wal : i i ‘ii - heating equipment used for conversion 
7 against the national spendable income 
iis ; - shows a definite relationship between the 
two curves, but the farther they are ex: 
tended the faster the lines tend to come J L— 
Domestic oilburner and unit sales in 1941 were 333,000. In 1946 they are expected together, indicating an increase in popu: § Iner 
to reach 420,000 and in 1950, 566,000. larity of oil heat in more recent years. each 
In order to show this increase in popw § in 1 
homes will be built in each of the three other factors, on the public. It was not larity better, a curve was made of the 
years 1948-49 and -50. felt that oil heat’s popularity in new homes burners sold for conversion for each bil If 
oe would fall below the prewar average. Ap- lion of spendable income. Leveling this figur 
vetiiiahaia teeadidtaaiesiianidiiiiuanl plying the 15.2% to the estimate of new curve by the use of a moving three-year } ing 
Though the number of new homes to 1- and 2-family homes to be built, the in- average shows more clearly the increasing } rate- 
be built will be great, not all of them will dustry may reasonably expect 62,000 cen- popularity of oilfired equipment from an sellit 
be oilheated. Geographical distribution of  trally oilheated new houses in 1946, and average of 1,560 burners per billion of lion 
building, availability and price of fuels, 103,000 in 1947. In 1948-49 and -50 income in 1932, to 1,750 in 1935, to ly 000 
and a number of lesser factors have a di- there should be 132,000 oilfired new 980 in 1938 and 2,250 conversions per show 
rect bearing on the percentage of new homes in each year. The accompanying _ billion of income in 1940. This curve is abou 
building that will heat with oil. There is chart shows the past and estimated future shown in the chart of conversions. home 
yet no clear guide to the probable price _ ae 
and efficiency of competing firing equip- ss : : : —_ ond 
ment, a factor that may affect the oilheat- OILBURNERS IN NEW HOMES The 
ing figures materially. Gas has reduced (a reac — ee een hand 
oil’s share of new building in the past, NEW HOMES BUIL'L. If 
largely due to lower first cost which al- taker 
lowed price-conscious builders to shave a [ THOSE WITH OILBURNERS nO i 
few dollars off the price of the home at (00O—<$£ @ $A 41 b 
the expense of operating cost. This may oe ae 7 Piece 
continue into the future, or be reversed, oi aa Pa a This 
but the design and price of new equip- : NATIONAL INCOMI ” the f 
ment still is too uncertain to estimate. " wa oe ee i eS | Tt 
Lacking any clear estimate of these va- 5 a a “< will 
rious factors, it has been assumed that 4 soo—_=—— ————— Le but i 
fueloil would continue at its prewar rate | B yyy Be — angie 
of popularity. In the ten years before =z OMIT FOUR pew 
the war an average of 15.2% of new i eee Pay WAR YEARS oy | This 
residential building was centrally oil- = 209 —______ +} 4 billio 
heated, with variation up to a high of ~ ———— — i Versic 
22%. The variation was not greatly up- Ges an ; wal more 
ward in recent years, and it is considered 1932 33 3¢ 40 41 42 43 44 45 4G 40 48 « ; icon 
most conservative to use the average, — f Sons, 


pending an indication of the effect of ra- 
tioning and the talk of oil shortage, among 
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With an estimate of 3,700,000 new homes to be built in five postwar years, at least y in 19 


15% will install oilheating. 
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popu § Increasing popularity of conversions to oil from coal is evident in this ‘chart. For 
urs. each billion dollars of national income, in 1932, 1,560 such conversions were made; 
popu § in 1941, 2,440 were made. 
f the 
h bil If the straight line represented by these 000 in 1950, for a five-year total of 1,- 
> this } figures were extended to 1950—indicat- 544,000 installations to be made in exist- 
el ing the same increase in the popularity ing centrally heated homes now using 
sasing | tate—the industry at that time should be other fuels. This represents 62% of the 
ym an § selling about 3,000 conversions per bil- total five-year postwar market. 
on of lion of pean ile png ag emgeny 270 Replacement Burners and Units 
to 1, § 000 conversion jobs. This projection is 
1s. per shown by Line A on the chart. But today Oilburner and unit sales for replace- 
rve is | about 30% of all centrally heated urban ment of worn, damaged or obsolete burn- 
homes have either oilburners, gasburners ers have become an increasing factor in 
or stokers, and it is believed that the sec- 
~~ | | ond 30% will require more persuasion. 
The thickest cream of conversions from 
handfiring has ‘probably been skimmed. 
If the projection into the future is 
taken at the 1941 average rate, assuming 
No increase in popularity over the 1939- a 
| 41 base, the industry would sell 2,350 - ; 
| pieces of equipment per billion of income. 
This seems an unduly pessimistic view of 400- - 
the future (as indicated in Line C). 
| This study has assumed that oilfiring | 
will continue to increase in popularity, a. at 7 = 
but in the conservative vein, the rate of 
increase is assumed to be only half the sop 
Prewar average, as indicated by Line B. 


This shows 2,450 oilfired conversions per 
billion of 1946 income, or 284,000 con- 
version installations. The increase in rate 
| | More than offsets the decrease in national 
j come in 1947, to total 297,000 conver- 
a | sions, and goes up to 307,000 conversions 
ut least) 1N 1948. There are an indicated 322,000 

A “ohversions to be made in 1949 and 334,- 








the total volume of equipment sales. Dur- 
ing the last three years this has been al- 
most the only type of equipment sale a 
dealer could make, and it is expected that 
replacements will increase in the future. 
Some forecasters have projected replace- 
ment sales solely on the basis of average 
burner age, but it is believed that this basis 
alone is less accurate than other factors. 


To illustrate, it is known, for instance, 
that the approximate number of replace- 
ments to date will about equal the sales 
of new burners up through 1928. From 
that basis some forecasters estimate that 
replacement sales in any year will about 
equal the new burner sales in the fifteenth 
year before, but when we plot the total 
burner sales and the replacement sales on 
the same chart, we find no appreciable 
pattern common to the two lines. 


Replacement sales do show a general 
relationship to national spendable income 
over the ten prewar years, but this too 
is not entirely dependable as a sole kasis 
for projection, since burner age cannot 
be ignored. This conflict was settled by 
giving equal weight to both factors, cal- 
culating replacements both on 15-year 
age, and on their relation to national in- 
come, and averaging the two figures. In 
view of the fact that all burners now are 
three years older than in 1941, and that 
replacements have been much restricted, 
it is believed there will be considerable re- 
placement activity in 1945 and early 1946 
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Notice that replacement sales are more closely related to national income than to 
old age of burner; both factors were used in the estimate. 
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when income payments are high, settling 
to a true normal about 1947. 

This method of calculation indicates 
about 74,000 replacements in 1946, 
dropping to 66,000 in 1947. and going to 
68,000 in 1948. Replacement sales are 
likely to be back in stride with 80,000 
jobs in 1949 and up to 100,000 in 1950. 

It is believed that the methods used for 
calculating the postwar oilheating market 
for the three uses are conservative and 
show the reasonable potential for oilburn- 
er and unit sales. This estimate of the 
market totals 2,493,000 burners and units 
to be sold in the first five postwar years, 
which, excluding replacements of 388,- 
000, will nearly double the oilheating 
equipment now in use. This is not an un- 
reasonable goal, since the industry has 
more than doubled its total volume in the 
same period in the past. A summary of 
burners and units by type of application 
is shown in the table on page 35. 


Kinds of Equipment 


In addition to the uses to which new 
oilheating equipment will be put, some 
approximation of the kinds of equipment 
likely to be sold also can be made. The 
break-down is attempted only for the 
broader classifications — conversion oil- 
burners, boiler-burner units, and furnace- 
burner units—and not by types of equip- 
ment according to operating characteris- 
tics. 

Before the war an average of the last 
five years showed 71.7% of the burners 
and units were of the high pressure atom- 
izing type; 6.2% were low pressure; 
11.0% were vertical rotary, and 10.8% 
were vaporizing equipment. The 0.3% 
balance were miscellaneous types, prin- 
cipally the horizontal rotary “pup” type 
of burner used for residential application. 
These percentages have not been pro- 
jected into the future, since there are too 
many unpredictable factors that can seri- 
ously affect the trend of types for central 
heating. Not enough yet is known of the 
new equipment to be put on the market; 
who will make it, or what channels of dis- 
tribution will be used to market it. Oil 
specifications, if they vary much from the 
past, can change trends that have been 
established for the types of burners. 

It should be kept in mind that “Con- 
versions from Other Fuels” described 
above are not synonymous with “Conver- 
sion Oilburners” discussed here. Conver- 
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sions from other fuels can be made with 
boiler and furnace units, and conversely, 
installations in new homes and replace- 
ments can be made with conversion oil- 
burners. Where the study up to this point 
has dealt with the use to which equip- 
ment will be put, it now turns to the gen- 
eral characteristics of the equipment to 


be sold. 


Conversion Oilburners 


Though the percentage of conversion 
oilburners sold is expected to continue its 
downward trend established prewar, near- 
ly 58% of the total oilheating equipment 
in the first five postwar years is expected 
to be of the conversion type. The greater 
total sales volume will greatly increase 
the number of conversion burners sold, 
though this type of equipment probably 
will represent only about 47% of the 
566,000 installations in 1950. 

In the seven years from 1935 to 1941 
inclusive, conversion burners represented 
a constantly decreasing percentage of the 
total equipment sales from 90.9% in 1935 
to only 71.4% at the start of the war, an 
average of 84.2% of the installations sold 
during the period. 

Conversion burner sales are expected 
to start in 1946 at about 34% more vol- 
ume than in 1941, but accounting for 
about 76% of the total sales volume that 
year. It is believed that the greater ease 
with which conversion burner production 
can be gotten under way, the replace- 
ment demand, and the trade and public 
uncertainty about the newer unit equip- 
ment all will be contributing factors to- 
ward an increase in conversion equip- 
ment at the start. Dealers in some areas 
report a public desire for convertible heat- 
ing plants; a continuing result of the pub- 
licity given to wartime oil shortages, and 
the governmental pressure to convert to 
coal. No accurate measure of these in- 
dividual influences can be taken at this 
time, but together they are likely to sus- 
tain the volume of conversion equipment 
for the first postwar year at a higher per- 
centage of the total than in 1941. This 
percentage is expected to drop to a new 
low in 1947, and continue until conver- 
sion burners account for less than half the 
total volume in 1950. 

Estimated postwar volume of conver- 
sion oilburners is placed at 319,000 in 
1946, dropping to 303,000 in 1947. The 
trend continues with an indicated 281,- 


000 conversion burners in 1948; 274,000 
in 1949, and 266,000 in 1950, for a total ¢ 


of 1,443,000 pieces of conversion equip- 
ment in the five years. This is nearly twice 
as much conversion oilburner business as 
ever has been done before in a similar 
period, but it represents only 59% of the 
total oilheating equipment volume, che 
lowest percentage for such a period in 
the industry’s history. 


Boiler-Burner Units 


Interested manufacturers of boilers and 
furnaces each claim increases in the post- 
war popularity of their particular type of 
heating system. Since there is no measur: 
able indication of the future trend, it has 
been assumed that for the next few years 
there will be very little change from the 
ratio of popularity registered in 1941. 
Nearly 70% of central heating equip 
ment is sold for existing homes, and less 
than 30% for new residential work, so 
the rate of building activity, though it af- 
fects the total, is not the major influence. 

Total boiler sales fot all fuels start in 
1946 at 185,000 units and increase to 
281,000 in 1950. This volume contrasts 
with a peak for the recent past of 205,000 
boilers sold in 1936 for all fuels. 

Oilfired boilers (including those used 
by dealers to assemble units with conver’ 
sion burners) are expected to continue 
the trend of the past, taking an ever in 
creasing percentage of total boilers sold. 
This will become more than 56% of all 
boilers in 1950, contrasted with slightly 
more than 52% in 1941. Complete oil 
fired boiler units also are assumed to con 
tinue the increasing trend of the past, ac 
counting for 44% of all boiler sales by 
1950. 

The indicated volume of factory-assem’ 
bled oilfired boiler units is 39,000 in 1946; 
60,000 in 1947; and 84,000 in 1948. 
Boiler units sales in 1949 and 1950 are 
expected to be 100,000 and 123,000 te 
spectively. These annual volumes com 
pare with slightly less than 40,000 in 
1941. 


Furnace-Burner Units 


It has been assumed that total postwat 
furnace sales will maintain approximately 
the prewar ratio of replacements to new 
residential work, and will continue th 
past record of new home installations. It 
is believed that total warm air furnace 
sales will get under way in 1946 with 
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§25,000 jobs, and increase to 889,000 for 
all fuels in 1950. In 1946 it is believed 
that 19% of total furnaces will be oil- 
fired, and 12% will be complete oil units. 
In 1950, 27% will be oilfired with 20% 
complete furnace-burner units. 

Complete integral oilfired furnace units 
will have an indicated volume of 62,000 
in 1946, and 103,000 in 1947, constantly 
increasing to 142,000 in 1948, 160,000 in 
1949 and 177,000 in 1950. This five-year 
total of 644,000 furnace units is slightly 
less than 26% of the total sales of oilfired 
equipment. 

A summary of the kinds of equipment 


feaen. 


kK ROM WHAT YOU HAVE READ in the first 
section of this postwar opportunity ap- 
praisal, it is obvious that opportunities for 
profitable dealer operations will be many. 

In fact, if the industry does not reach 
the conservative goals set forth in the fig- 
ures and charts it will be principally be- 
cause of too few retail outlets. Manufac- 
turing capacity for oilburners has always 
been three to four times as high as the 
best level of sales before the war, and will 
no doubt be as high in 1946. We have 
heard of no oilburner manufacturers of 
consequence before the war who do not 
plan to be back stronger than ever as soon 
as they can finish their war contracts. 


Dealer mortality, on the other hand, 
has been serious; the number has dropped 
42% since Pearl Harbor. True, these were 
rarely large dealers who quit—the re- 
maining 58% did about 85% of the pre- 
War voiume—but there are today many 
small towns that have no oilburner dealer. 

In 1941 there were about 13,100 re- 
tail burner outlets; now there are 7,600. 
In 1941 the 13,100 dealers sold 333,000 
burners: looking to 1946 we must have a 
lot of new dealers or we will be asking 
the present 7,600 to sell 420,000 jobs. We 
would be asking 58% of the 1941 dealers 
to handle 126% of that year’s volume. 


Estimated Postwar Oilheating Equipment Sales 
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Boiler Furnace 

Units Units Total 

39,000 62,000 420,000 

60,000 103,000 466.000 

84,000 142,000 507,000 
100,000 160,000 534,000 
123,000 177,000 566,000 
406,000 644,000 2,493,000 
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that probably will be sold in the first five 
postwar years is shown in the accompany- 
ing table. 

All forecasts here are potentials, and 
are believed to be conservative, but 
whether or not the industry attains these 
potentials—a subject on which varied 
opinions are expressed—will depend 
upon the industry’s ability to reconstruct 
its distribution on a sufficiently sound 
basis to sell and install the potential. To 
handle nearly 67% more business in 1950 
than in the previous peak year of 1941 
will require considerably more dealer or- 
ganization than now is in sight. 
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The majority of postwar sales will be 
conversions to oil from coal, the same as 
they were before the war. This means that 
many active dealer outlets are going to be 
necessary to handle the orders people are 
willing to place if asked to do so. 

Simply projecting or estimating oil- 
burner sales to 1950 does not mean that 
the public will form long lines against the 
wall demanding that someone take orders. 
The figures do show what householders 
are apparently willing to buy if average 
sales effort is put forth—about the same 
relative sales effort exerted in the ten pre- 
war years. 


If more intelligent and scientific sales 
planning is done (and there’s room for 
improvement) volume could be higher 
than the estimates. It is not going to take 
high pressure sooper-dooper spellbinders 
to get the orders; far more will come from 
men of average ability who are persistent 
in asking people to buy. 


The public today is well conditioned 
to want oilheating, or certainly some kind 
of automatic heating, so simple persistence 
in telling the sales story will get orders 
much easier than a few years ago. 


The reason for oilheating is such an 
old story to most of us that we've half for- 


gotten it. Perhaps it would be weil to re- 
state it occasionally to ourselves, like a 
ritual. The industry has been buffeted 
around a bit during the war and some of 
the headaches may have dulled its full 
awareness of what a favorable position 
oilheating occupies in the American 
scheme of things. So let’s take another 
objective look at it. 

Shoveling coal and ashes is the most 
archaic, antedeluvian household drudgery 
still practiced—worse even than doing the 
family laundry with a tub and washboard, 
which has all but vanished. It just doesn’t 
fit this age of finger waves, tinted nails, 
bridge parties and parent-teacher associa- 
tions. Families are daily becoming more 
aware of the incongruity of the situation. 
As they do, they want automatic heating. 

They have three choices—oilburners, 
stokers or gasburners. Oilburners have 
outsold the other two by two and a half 
to one; they occupy the favored middle- 
of-the-road position. Stokers are not fully 
automatic; someone still has to handle coal 
and ashes and the basement is still a mess, 
but they do, as a rule, offer the cheapest 
fuel cost. 


Gas is automatic, but with rare excep- 
tions fuel cost is too high, if the buyer 
knew all of the facts. Oil is fully auto- 
matic, with modern degree-day delivery 
systems, with fuel costs only slightly 
above bituminous stokers and far below 
gas costs. Oilheating, when its story is 
told, is decidedly easier to sell than either 
of the other two. 


Recognizing, then, that to do full jus- 
tice to oilheating’s sales possibilities the 
industry must have more dealers, from 
what sources will they apparently come? 

Some will be returning service men who 
were in the business before the war and 
who will be able to get capital through 
the new GI Bill of Rights. Some will be 
plumbing and heating contractors who 
will mainly dip into the new home mar- 
ket and also get some of the over-the- 
counter replacement sales. We can expect 
a revival of the appliance store type of 
outlet, probably in smaller number than 
before the war, but with a lush volume 
potential they will be in position to reap 
a harvest through their specialty selling 
methods. Perhaps they will farm out their 
installation and service work, as many did 
before, and particularly so in view of the 
growing number of service organizations 
that have sprung up during the war. 
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But the most important new dealers 
from a volume standpoint will probably 
be oil companies, for they have so much 
more to gain through burner sales. Today 
there are about 2,400,000 domestic burn- 
ers operating. The projections show that 
by the end of 1950 there will be about 
4,500,000. Each new burner adds 2,000 
gallons a year to oil sales. 

The oil man’s gasoline business will be 
relatively weak in the first few postwar 
years, due to less cars on the road. It will 
apparently be 1949 before we again have 
on the road the 29 million cars that we 
had in 1941. So gasoline business will be 
highly competitive and any dealers’ sales 
can grow only by taking business away 
from other stations. 

But there’s nothing to stop the oil man 
increasing his fueloil business, creating his 
own new customers through burner sales. 


Oilburner prices in the immediate post- 
war years will obviously be at levels profit- 
able to the intelligent dealer. Higher la- 
bor and material costs mean that, when 
unrestricted production is again possible, 
both factory and dealer prices will be 
above 1942, when production was 
stopped. Having taken the initial rise there 
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‘. THE NOT TOO DISTANT future, “Help 
Wanted” signs will be posted by oil burn- 
er dealers. Additional men will be needed 
in the ranks of the industry. After the war 
ends, there will be more sales work, more 
installation work, and more service work 
than can be handled by the manpower 
now present in dealer organizations. The 
dealers will have to build up their staffs to 
the pre-war level at which the staffs stood 
before men surged out to work in war 
plants and to join the fighting forces. More 
than that, many dealers will need addi- 
tional men, more powerful organizations 
than they had before, to cope with un- 
precedented demands for modern equip- 
ment for homes and commercial and in- 
dustrial buildings. 

Dealers know already that a perma- 
nent position with a good future is the 
best offering that can be made to attract 
candidates to their companies. To under- 
stand what oilheating may hold in store 
for him, the candidate needs a birdseye 
view of what has gone on in the industry 
to date. From this, he can see ahead into 
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is nothing apparent in the predictable fu- 
ture to push them down to loss levels. 

Oilheating is not a business with at- 
traction for timid souls nor lazy men. It’s 
too active. It combines in one organiza- 
tion several types of marketing. First, it 
is a semi-technical business, although the 
proprietor need not be a technician; he 
can hire them. Second, it’s a specialty 
selling business. Third, it’s an over-the- 
counter business, for the product is now 
well enough known that some people will 
walk in and buy burners, as they would 
a lawnmower. 

Fourth, it’s a building-for-the-future 
business if oil is also sold; selling a $300 
burner means getting $140 worth of oil 
business annually for as many years as 
the customer is satisfied. 


Using oilheating equipment sales as a 
springboard, the dealer can expand into 
several related activities, with oil the most 
obvious, but including general heating, 
airconditioning, insulation and other re- 
lated home improvements. Many present 
dealers sell all of those lines, bringing a 
well-balanced year round sales curve. All- 
told, postwar oilheating offers a very 
gratifying merchandising career. 


probabilities of the future, and judge how 
to steer his course. 

For the past 15 years, expansion has 
kept the oilheating industry humming. 
The oilheating dealer was spreading him- 
self two ways. First, he planted conver- 
sion burners all over town. Starting with 
The House on The Hill, the bank, the 
doctor’s house and the lawyer’s, he 
worked along to the domiciles of the auto- 
mobile mechanic and the man who works 
in the drugstore. Five years ago, he'd 
gained the point where the speculative 
builder of a “$26-a-month-buys-it” had 
learned oilheating helped sell it. In making 
the comfort, convenience, and economy of 
oilheat a reality in the homes of his burner 
users, he didn’t do a thing to the peace 
of mind of home owners who still burn 
coal today! Just ask a few if they don’t 
wish they had oil burners, and what they 
are going to do about it as soon as the 
war ends! 

But most startling to certain interests 
was the second way the oilheating dealer 
was spreading himself during the past 15 


years. To hear certain old-line plumbers 
and heating men tell of it, for one thing 
he took the bread right out of their mouths 
as he taught his oil burner users to phone 
him, not the plumber, when anything 
went wrong with the heat or the hot 
water. Luck was with the oil burner deal- 
er, for when a certain room did not heat 
properly, the burner owner figured there 
was no telling if the oil flame needed ad- 
justment, if the automatic controls were 
out of whack, or if a load of inferior fuel 
oil had been delivered. The introduction 
of highly efficient special boilers and fur- 
naces for oil-firing played right into the 
hands of the oilheating dealer, for he 
could feature these to further the inter- 
ests of oilheating; their use set new rock- 
bottoms for fuel bills. Then the burner 
dealer advanced himself through talk 
about COs. stack temperatures, draft 
gauge readings, and degree-days, which 
were all things that the old fellows in the 
heating business could not make heads 
or tails of. He made a great to-do about 
adjusting heating plants with the help of 
instruments that seemed to be based on 
witchcraft. When somebody in town 
wanted to talk about the technicalities of 
humidification, special water heating 
problems, individual room temperature 
controls, new style heating plants, or fuel 
savings produced by insulating a house, 
the oilheating dealer proved to be the right 
fellow to talk to. On top of that, just be- 


fore the war he moved in on the ground - 


floor of airconditioning to make sure that 
nobody in town would have to go far to 
find exactly the kind of airconditioning 
that fitted his requirements. 


Thus, already the oilheating dealer has 
had a promising future, for he grew from 
the installer of conversion oilburners, in 
buildings scattered here and there, to the 
technically-able clearing house for proj 
ects which involve fuel costs, special heat’ 
ing and water heating, complicated elec’ 
tric controls, airconditioning, and the 
many sidelines of these. 


But the greatest activity and expan 
sion of this oilheating industry lies ahead 
today, ‘and this is important to the men 
who should consider taking positions in 
the oilheating dealer’s organization. Oil’ 
heat appeared to be desirable 15 years 
ago. Today, in the most densely popu 


lated parts of the country, and in the | 
home towns of John Jones and Bill Smith 
who shortly will be job hunting, oilheat f 
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is established as the most desirable type of 
modern heating. 

There’s another big thing ahead for the 
men employed by oilheating dealers. Their 
future will bring them to airconditioning 
works. The modern oilheating organiza- 
tion in a particular city or town is the 
logical retail outlet for airconditioning 
equipment. It has the already-established 
contacts with those people who will be 
first to invest in airconditioning. It has 
the all-important specialized sales depart- 
ment and the experience in selling locally 
equipment that comes in the $200 to 
$1500 price range. It has the facilities for 
engineering, installation, and_ service 
work. From automatic heating to full- 


fledged airconditioning is a short step. For 
thousands of men, the best road to take to 
get into airconditioning work lies in ob- 
taining employment with a leading dealer 
in the oilheating field. 

No one interested in modern heating 
has not noticed that certain large manu- 
facturers, and one especially, are getting 
themselves geared up for a swift change 
in heating fashions, which should come 








the temperature of each zone. In the mod- 
ern apartment house, each tenant will use 
his own thermostat to obtain the room 
temperatures he desires. In modern hotels, 
each guest room will have its own ther- 
mostat to permit the occupant to regulate 
his heating and his airconditioning to suit 
himself. All this ties in with the personal 
problems of the man who seeks worth- 
while employment, for manpower will be 


at the end of the war. The idea is that 
better-class homes will have individual 
control over the heat in the different 
rooms, a separate thermostat to control 
the heat for each part of the house. Or 
there will be, at least, several zones in the 
house, with a room thermostat to control 


needed for the sales work, the installa- 
tion work, and the service work on these 
elaborate control systems. How to get into 
this kind of work? Again, obtain suitable 
employment with a topnotch dealer in 
automatic heating equipment. This will 
lead the proper men to knowledge and 
experience in automatic heating controls. 
When the use of a room thermostat for 
every room of a modern home, apartment 
house, or hotel becomes the fashion for 
modern buildings, oilheating dealers and 
the men who work for them will be ready 
_ to handle the type of work that must be 
= + done to get the desired results. 


The open door to employment with an 
oilheating dealer lies in seeking work as a 
retail salesman, an installation mechanic, 
or as a trainee for service work. 


“If I take one of those jobs, the best for 
which I am suited,” a man asked recently, 
“will I stay long at the starting level or 
will I gain promotion in a short time?” 

The answer to the question is that the 
man’s inability to go higher is the only 
thing that could keep him from going 
higher. You can not stay a retail salesman 
very many years, for example, if you pro- 
duce results that are head and shoulders 
above those produced by the men you 
work next to, and if you develop the abil- 
ity to teach your methods to other men 
and supervise the work of others. The first 
two or three months you work at oilheat- 
ing sales work may not tell a thing, in- 
cidentally, if you are entirely new to this 
kind of selling. There are sales executives 
now occupying high positions in dealers’ 
and manufacturers’ organizations who 
stayed for years at nearly their starting 
level. It took a few years of experience, 
or development of their abilities and per- 
sonalities, or both, to bring about the ex- 
ceptional that was in them. 

The same considerations apply to the 
' chances of an installation mechanic or 
AA | serviceman to better himself. Hundreds 
L(LQCHLQANAC | of topnotchers at installation work have 
+ concentrated on bettering themselves by 
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mastering new methods that save time and 
material, by becoming thoroughly cost- 
conscious; and by developing the ability 
to lay out work for other men and super- 
vise other men. The position of installa- 
tion and service manager in an oilheating 
company is relatively new, and even to- 
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day many large companies lack a man who 
has the needed abilities. 


Ordinary servicemen develop, of 
course, into service experts who can end 
the troubles of any make oil burner or 
control. Such experts are needed especial- 
ly by fuel oil suppliers who provide service 
for their customers’ burners. Servicemen 
advance also to positions as troubleshoot- 
ers for manufacturers, to engineering 
work laying out new heating plants and 
controls, and to advanced work in the 
field of combustion engineering. 

Of course, in studying almost any large 
dealer’s organization, you will find men 
whose itch to advance has worn off. You 
will find them as salesmen, servicemen, 
and installation men. They have managed 
to reach a certain income level, say $40 
to $70 per week, which matches their 
present abilities and productivity. And 
seemingly they have decided to stop there 
and stay at that level for the remainder of 
their working days. The newcomer can 
employ their method of thinking if he de- 
sires. Or—and in this possibility lies the 
great opportunity for a newcomer to the 
business—he can determine to be the ex- 
ception who, through a demonstration of 
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greater ability and additional energy, 
forges ahead. 

To men who have the ambition and 
energy for doing hard work, a position 
with an oilheating dealer offers: 

1. A good income, in keeping with the 
results the man produces, and on a par 
with that paid in other lines of endeavor 
to men who do comparable work. 

2. Daily activities so interesting that 
they take the drudgery out of working. 

3. Opportunities for advancement as 
the result of increased experience, im- 
provements in personal efficiency, outside 
study, and general self-betterment. 

4. Invitations for the best men to step 
up to executive positions, to become spe- 
cialists in the activity for which they are 
best suited, and to go into business for 
themselves. 

5. Personal freedom of action and 
privilege of self-expression which are 
characteristic of the oilheating industry. 

As the newcomer takes a modest posi- 
tion in this industry, as a salesman or me- 
chanic, he can have the satisafction of 
knowing that he is taking the same step 
that was taken a few years ago by many 
of the men who today are the highest ex- 
ecutives in their companies. One big dif- 
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ference is that the men who took this step 
early in the history of domestic oilheating 
were taking a greater chance than is taken 
today by the men entering the industry. 
Today there is no doubt about the suc- 
cess and wide-scale acceptance of oilheat- 
ing; 15 years ago there were serious ques- 
tions about the sanity of anyone who 
looked ahead to a large future in this type 
of heating. Then again, the opportunities 
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are greater today because of the other 
phases of development which have been 
discussed—the need for manpower in the 
airconditioning industry and in the new 
work related to individual room tempera- 
ture controls and zoned-heat controls for 
modern buildings. 

Discussions of the logical aspects of 
whether or not to seek employment in the 
oilheating industry are needed, of course, 
for job-hunters. These aspects should be 
covered fully; they are important to level- 
headed men who must provide an income 
for themselves and their dependents. Yet, 
there is another aspect which has little to 
do with the logical, but which often is the 
deciding factor. This has to do with lik- 
ing for the type of work being done in 
this industry. The matter boils down to 
this: Don’t take any kind of a job in 
oilheating unless you are enthusiastic 
about what you can accomplish in this 
field. If you haven’t the kind of enthusi- 
asm for this work that makes you eat it, 
sleep it, and live it 24 hours around the 
clock, then look in some other direction, 
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y HERE’S a lot more to keeping my Silent 
Glow users happy than long hours which have 
become necessary since so many of us have 
gone into Uncle Sam’s Service. It goes back to 
the days when you built those prewar burners, 
and it’s in the burners themselves. 


For example, take that one-piece Time-Saver 
Top. True, it’s only one of the many Silent 
Glow features, but it’s a godsend to those of us 
who keep ’em ticking. A few twists with a screw- 
driver and all the working parts of the burner 
. . . fan, coupling, electrode assembly and ter- 
minals . . . are exposed for easy cleaning and 
adjustment. This kind of design gave me an 
edge when I sold the job and now this same 
Time-Saver Top, in spite of labor handicaps, 
makes it possible for me to keep my Silent Glow 
customers happy and satisfied with comfortable, 
economical and dependable oil heat. 

When this war is over a lot of people are going 
to want good, new heating equipment. That’s 
why Pll still be in there pitching with my Silent 
Glow franchise. 


Sincerely, (sR : 


(A Silent Glow Dealer) 




















Shadows Over Our Cities 






Coal Smoke and Flyash Increasingly Menace Health 


by 
Dr. Clarence A. Mills 


Increasing numbers of oilfired heating 
plants are contributing to the health of 
the nation more than in the obvious matter 
of supplying even temperature. Smoke 
and fly-ash elimination is becoming rec- 
ognized as necessary to the public health. 
This article is a condensation of Chapter 
II of Dr. Mills’ book, “Climate Makes 
the Man,” and is published by special per- 
mission of Harper & Brothers, New 
York, the publishers. No part of it may 
be reproduced without permission of 


Harper & Brothers. 


Bis atmosphere-darkening shrouds of 
dust and smoke which hang above so 
many American cities have often been the 
subject for a peculiar sort of optimism. 
In the past people have pointed to the 
man-made shadows with national pride, 
saying that the darkness was a sign of 
prosperity and industrial activity. Today 
the fumes pouring forth from United 
States factories indicate that the great- 
est war effort in history is hitting on all 
cylinders, but the darkening pall over 
our cities brings with it serious health 
hazards of major proportions. The pic- 
ture is darker than the thick smoke clouds 
themselves. It is a story of increased and 
increasing disease. 

A truly devastating respiratory disease 
situation has been found to exist in the 
“bottoms” districts of Cincinnati and 
Pittsburgh, where crowded humanity lives 
alongside factories and switch engines 
which keep the atmosphere heavily pol- 
luted with their flue products. Many 
other cities fare just as badly, although 
the price they pay has not yet been in- 
vestigated. St. Louis faced a particularly 
vicious situation with her cheap high-sul- 
phur coal from the near-by Illinois fields. 
There were times when the sulphur gases 
in her “smoggy” atmosphere became really 
choking to breathe. She has now passed 
two winters under a stringent anti-smoke 
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ordinance, and most of her citizens are 
enthusiastic about the improvement al- 
ready accomplished. Pittsburgh followed 
suit with a similar regulation, but heavy 
war-industry demand for all kinds of fuel 
has made enforcement impossible until 
peacetime conditions return. 

Other cities—Cincinnati among them 
—were giving the subject active consid- 
eration when the war with Japan broke 
out. Here in Cincinnati I had been asked 
to serve on a committee looking into the 
local smoke situation, with a view to the 
passage by city council of an effective anti- 
smoke ordinance. This had necessitated 
my active interest in the subject and soon 
brought to me a realization that very 
little was known regarding smoke’s harm- 
ful effects upon health. Some study had 
been given the matter in the Ruhr Valley 
of Germany and in our own Pittsburgh, 
but the published findings were only of 
a general nature and inconclusive. 


Evidence from Specific Studies 


I therefore decided to see what specific 
evidences of harm I could find in Cin- 
cinnati and Pittsburgh, choosing these 
two cities for two reasons. Each has good 
soot-fall and death rate data by census 
tracts or soot-fall districts over a num- 
ber of years, and each has a local topog- 
raphy which presents sharp contrasts in 
smoke density. Pollution is severe in the 
low-lying bottoms districts of both cities 
and is relatively mild in their hilltop sub- 
urbs, especially those situated to the west 
of the industrial sections. The facts un- 
earthed in this study leave no doubt of 
smoke’s evil effects. The respiratory dis- 
ease situation thus uncovered is severe 
enough to demand vigorous action re- 
gardless of cost as soon as the war emer- 
gency and coal shortage have passed. 

Smoke’s chief effects are naturally 
upon tissues of the respiratory system, 
from nose to lungs, for these are the body 
surfaces brought into most intimate con- 
tact with the dirty air. My search for 
harmful effects thus centered around 
pneumonia, tuberculosis, and lung cancer, 


since these are the respiratory diseases 
which kill and leave death records for 
study. Information on sinusitis, bron: 
chitis, and colds would be even more in- 
teresting, but these milder diseases rarely 
kill and no records of their incidence ar 
available. 

The pneumonia situation is most strik- 
ing in its relation to smoke, so let’s look 
at it first. Pneumonia strikes with great 
frequency each winter among people liv- 
ing in the dirty air of our congested in 
dustrial districts. During 1937 and 1938 
in Cincinnati there were 480 pneumonia 
deaths among 178,000 residents of our 
low-lying census tracts and only 160 
among 277,000 people of the hilltop sub- 
urbs! Three-quarters of the city’s pneu: 
monia deaths in only a little over a third 
of its population! 

This was at first thought to be due to 
overcrowding in the basin areas where 
family incomes are lowest. Pneumonia 
is a contagious disease, it is true, and over 
crowding does tend to spread it from one 
victim to the next. But this does not ex: 
plain why the men in these areas should 
have almost three times as much pnevw 
monia as do the women living alongside 
them! In the cleaner suburban districts 
men have only slightly more (5 per cent) 
pneumonia than their wives, but as smoke 
pollution increases, the male rate rises 
much faster than the female. In the dirti- 
est sections the men have three to five 
times as much pneumonia as the women! 


Identified with Cities 


This greater pneumonia hazard of the 
city laborer cannot be due to his outdoor 
exposure to chilling, for men on Ohio's 
farms have only 5 per cest more pneu 
monia than their wives (just as in the 
clean city suburbs). Nor can it be a re’ 
sult of their low economic status and 
faulty diet, for men are usually better 
nourished than their wives. The only 
reasonable conclusion left is that the high 
rate is due to the outdoor smoke-laden 
atmosphere in which the men as a rule 
spend the most time. Those remaining 
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... keep the air moving 
with the Mueller 
Season-Stat Control 


In mild weather, the Season-Stat assures that 
air is delivered at a relatively low tempera- 
ture, with the continuous movement essential 
to comfort and health. . . . This exclusive 
Mueller control is an attractive instrument 
which may be located on the wall of any first- 
floor room. It shuts off the oil burner in accordance with the temperature of 
the circulated air which has been determined by the setting of the pointer on 
the Season-Stat. Thus long periods of air circulation are attainéd under any 
outdoor temperature conditions. . . . It pays to sell owners, builders, and archi- 
tects on allocating as much of the building budget as is necessary in order to 
obtain true Indoor Comfort — the Mueller way. Install a Mueller system .. . 
made by a company with an 87-year record of heating progress . . . and selected 
from a complete line that includes furnaces and winter air conditioners for 
homes of every size, type, and price range (old or new) . . . specifically de- 
signed for efficiency and economy with oil. . . . Write now for bulletins on 
Mueller equipment. . . . L. J. Mueller Furnace Co., 2009 Oklahoma Avenue, 
Milwaukee 7, Wisconsin, 




















HEATING AND WINTER AIR CONDITIONING 








and controls exposed. 





The Season-Stat is 
just one of the many 
features in the come 
plete Mueller Line. 











Mueller Series 50 
Oil-fired W inter Air 
Conditioner —Three 
sizes. Small size 
equipped with either 
vaporizing or pres- 
sure atomizing burn- 
er. Larger sizes with 
pressure burner only. 

























Mueller Series OHP 
Horizontal Type 
Oil-fired W inter Air 
Conditioner — 
Equipped with 
Mueller Vaporizing 
Oil Burner. Burner 











indoors do not escape entirely but they 
are much less affected. 

In both Cincinnati and Pittsburgh the 
railroads enter largely along valley 
routes, and industrial plants have natu- 
rally located along the railroads. Major 
use of soft coal thus takes place in the 
low-lying districts, and on days of little 
air motion the smoke from these sources 
hangs suspended in the valley sections. 
In both cities the pneumonia death rates 
fall rapidly with each hundred feet of 
ascent up from the valley bottoms. The 
death rate is three to ten times higher in 
the dirty basin districts than out in the 
cleaner air of the suburbs. 

Tubeculosis deaths are also far more 
common in the most smoky parts of the 
city. The rates are many times higher 
than out in the clean suburban air and are 
markedly higher for men than for women. 

The distribution of soot-fall (both car- 
bon particles and fly ash) in various parts 
of the city bears a direct relation to pneu- 
monia and tuberculosis deaths: The very 
districts having most excessive soot-fall 
are the ones with highest respiratory 
death rates, while in the cleanest suburban 
areas such deaths are quite negligible. 


Most of the city’s lung cancers also 
develop in these same dirty basin districts, 
people there being about three times more 
likely to develop the disease than are 
suburban residents. This form of cancer, 
too, is several times more frequent in 
men than in women. That the noncon- 
noninfectious disease 
should show the same relation to soot- 


tagious, lung 
fall as do tuberculosis and pneumonia is 
strongly suggestive that air pollution may 
be the damaging factor. That men, who 
are out in the dirty air much more than 
women, should be so much more afflicted 
with all three of the lung diseases only 
adds to the suspicion that air pollution 
is largely responsible for these health 
hazards of dirty districts. 

In presenting these findings I do not 
intend to belittle the evil effects of over- 
poverty, and malnutrition 
which are so prevalent in our basin dis- 
tricts. The harmful effects of smoke are 
only added to these other hazards which 
confront the unfortunate residents of pol- 
It is difficult to assess ac- 


crowding, 


luted regions. 
curately the relative importance of the 
various health handicaps they face, but 
air pollution is probably responsible for 


more respiratory illnesses than all other 
factors combined. Since respiratory 
troubles are by far the most frequent 
causes of ill health among people of tem 
perate regions, it would seem imperativ: 
that steps be taken to eliminate the smok 
hazard which so severely intensifies this 
type of illness in our polluted urban dis- 
tricts. Urgency is dictated not only by 
common human impulses but also by a 
realization of the treacherous loss of man 
hours among workers in war industries 
who are stricken by the smoky excrement: 
of their own factories. 

Perhaps the most city residents hav: 
given little thought to just what mate 
rials they are taking in with the air they 
breathe. The black smoke you see is 
largely carbon, and you have probably 
been told that carbon is harmless—may 
indeed be beneficial. It is harmless if it is 
pure carbon, but that issuing from smoky 
chimneys is far from pure. Coal-tar com- 
pounds in soft coal are also liberated as 
gases under the same furnace conditions 
which produce the black smoke. As these 
gases cool in the upper chimney, they 
condense on the carbon and ash particles 

(Continued on page 77) 
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ORIFICE CONTROL | 





Designed particularly for Oil Burning or automatically fired jobs. 


Air which fills each unheated radiator must be driven out by 
entering steam before heat is obtained. Using this air as a 
“cushion'' and limiting or increasing its elimination time, the 
largest or smallest radiator, whether it be near or far from the 
boiler, can be heated at the same time, thus balancing the job. 


The NYAVCO Orifice Control Air Valve, with its six variable 
venting ports, makes this possible. Has a definite metered disc, 
easily adjusted and then “locked in" thus tamper-proof. Ad- 
justment does not depend on thread or needle valve principle. 


NYAVCO vents three to five times faster than ordinary valves, 
because of unusually large vent port. 





LL TLL TT 
NT. OUTLET BY 


Disc shown in neck or control chamber of valve is set upon a hex "'seat'' which fit into hex-socket on 
bottom of disc, thus presenting one size each time disc is picked out and reset. 
—beginning with .095—a reduction of the vent port is secured—thus .085—.075—.065—.055 and the smallest 


New York Air Valve Corporation, 611-621 Broadway, New York 


As each resetting is made 


MAKERS OF AIR VALVES 
SINCE 1898 
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YOU SELL 















WHEN YOU SELL 


MONCRIEF 








UNDREDS of thousands of satisfied 

heating customers is the answer to 
Moncrief’s 50 years of outstanding success 
in the heating industry. 


MONCRIEF 


SINCE 1895 





Throughout this half century of successful 
operations, the name Moncrief has symbol- 
ized heating satisfaction. 





} Moncrief’s desire and ambition has always 
been to provide for the buying public the WARM AIR FURNACES 
4 biggest dollar value possible in the heating FURNACE PIPE p FITTINGS 


industry. 


For the tremendous heating market that is AIR CONDITIONING 
just around the corner—look to Moncrief SYSTEMS FOR COAL .. GAS... OIL 


to satisfy your heating demands. 


With Moncriefs 





THE PRE-WAR IMONCRIEF LINE OF FURNACES AND AIR- 
witht x BACKGROUND OF ALMOST 50 YE. 




















Series C 





te C 







Series E 












8 Series S Series G Series GG Series HBG Ser'es Special 
Coal Fired Coal Fired Coal Fired Coal Fired Gas Fired Gas Fired Gas Fired Utility Oil Fired 
Cast Furnace Steel Furnace Gravity Furnace Air Conditioning Unit Air Conditioning Unit Gravity Furnace Air Conditioning Unit Air Conditioning Uni 





THE HENRY FURNACE CO. MEDINA, OHIO 
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Wilson Predicts Fasier Supply 
After European War is Won 


-— 400 MEMBERS and guests of the 
Empire State Petroleum Assn. met for 
the Autumn Convention at New York's 
Hotel Commodore September 21. and 22. 
There were four principal speakers each 
day, those of the first day discussing pres- 
ent problems of the industry, and those 
on the second day exploring postwar pous- 
sibilities. 

Dr. Robert E. Wilson, President of 
Pan American Petroleum and Transport 
Corp., expressed the belief that the end 
of the European phase of the war will 
bring some easing of the stringency in 
civilian petroleum supplies. He did not 
think the relaxation of restrictions on 
light and heavy fueloils would be as great 
as for gasoline, but he did feel that some 
easing on all products would be possible. 
Dr. Wilson believes that it will be a 
physical impossibility to use in the Japa- 
nese phase of the war all of the products 
now going to war uses. 


J. D. Collins, Director in Charge, 
PAW District I, outlined the present 
Eastern fueloil situation, pointing out that 
there is still every need for conservation 
until such time as military demands may 
be relaxed. 

Walter Hochuli, Director of Distribu- 
tion and Marketing, PAW, discussed the 
tightening of the premium gasoline pic- 
ture and explained that the quantity of 
the premium product would be cut in half 
for October. An accident at one of our 
two tetracthyl lead plants has temporarily 
retarded production to the point where 
nearly all of that product must be held 
for military uses. 

S. B. Eckert, Vice-president of Sun 
Oil Co., explained how new refining fa- 
cilities will affect marketing in its rela- 
tion to competitive conditions. He sees 
greater flexibility of product in yield 
ratios as definitely advantageous in mak- 
ing possible much faster revisions in in- 


dustry practices to meet changing con- 


ditions. Comparing the industry’s past 
with its future, Eckert made a significant 
statement on oil supply, “Regardless of 
the forebodings of the prophets of doom, 
we will end this war with more proven 
underground reserves of crude oil than 
ever existed in history. If there is one 
thing of which we can be absolutely cer 
tain it is that we shall have all the petro- 
leum we need for many years to come.” 

Raymond Shaw, President of Chek 
Chart Corp., Chicago, talked of gasoline 
marketing possibilities, particularly in 
connection with expanded operation of 
retail stations. 

Albert J. McIntosh, Economist, Soc- 
ony-Vacuum Oil Co., presented a fore 
cast of demand for petroleum products 
during the postwar period. He sees pas 
senger car gasoline gallonage reaching the 
prewar level of 1941 not before 1948, and 
then in 1949 dropping back below 1941. 
His projection of domestic oilburner sales 
shows total number in use at the end of 
1949 as 3,640,000. (This compares with 
FueLoi. & Or Heat’s estimate of 4, 
155,000 at that date.) The estimate of 
annual consumption per burner in 1946 





A postwar duggeslion 


for Dealers who have never sold an Oil Burner! 





‘WHY Nor SELL 
JOHNSON BURNERS ? 
LOTS OF YOUR CUSTOMERS 


WILL BE NEEDING THEM!” 





Think of the profit possibilities that lie just ahead for Oil Burner dealers. 
Thousands of new homes soon to be built! And every one of them needing heat. 
And tens of thousands of wornout heating plants needing replacement. Every 
poll of postwar buying points to a market for heating equipment such as Amer- 
ica has never seen before... with Oil Burners in steadily increasing demand. 


Why not sell them? Why not cash in on your established reputation and good- 
will? With little additional effort or expense you could be having the profits on 
the Oil Burners your neighbors and customers will buy. 


And if you’re selling JOHNSON Burners... you’ll be making a long-term 
friend every time you make a sale. 


We suggest that you investigate the possibility of getting the Johnson Burner 
dealership franchise in your territory. It may still be open. 


When you write, be as explicit as possible about your facilities, your experience 
and your plans. We will reply in kind. Send your inquiries to 9+0 Arlington 
Ave., Oakland 8, Calif., or to 401 No. Broad St., Philadelphia 8, Pa. 


S. T. JOHNSON CO. 


41 years of engineering and building fine Oil Burning Equipment 


October 
1944 
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is 2,174 gallons and drops to 2,042 gal- 
lons by 1949. Mr. MclIntosh’s paper is 
useful for reference and it would be well 
for larger distributors and manufacturers 
to write Socony for a copy. 

Robert Gray, of FUELomL & Ort HEAT, 
presented a preview of the oilheating 
forecasts that comprise the first feature 
article in this issue. 

Holley Poe, formerly Executive Vice- 
president of Petroleum Reserves Corp., 
and now a consultant on gas industry 
problems, spoke on the postwar competi- 
tive position of fueloil and natural gas. 
Poe believes that the two Big Inch pipe- 
lines will not be used for transporting 
natural gas in the postwar period, does 
not think that such use could be eco- 
nomically justified. 


© 
1.C.1. Holds First Annual 


Meeting and Open Forum 


MORE THAN 300 EXECUTIVES of the heat- 
ing and air conditioning industry gathered 
at Detroit, September 21 and 22 for the 
first annual meeting and open forum dis- 
cussion sponsored by the Indoor Climate 
Institute. An imposing list of speakers on 
the first day of the meeting outlined the 
aims of the Institute and described the 
need. The second day was given to com- 
mittee meetings covering the various ICI 
activities and an open forum discussion of 
ways and means of furthering the work. 

As described by its name, Indoor Cli- 
mate Institute has been organized to pro- 
mote better heating and air conditioning 
in American homes, and has summarized 
its goal in the slogan, “Controlled Indoor 
Climate, the 4th Dimension of Living.” 
All methods of heating and all fuels will 
be promoted without favor in an attempt 
to attain better standards of comfort, con- 
venience and health for the public. It is 
felt that a greater consciousness of the 
important role of heating in the home 
will bring a demand for better quality of 
equipment and better installation, which 
will result in a larger percentage of the 
shelter dollar spent for this greater satis- 
faction. 

Raymond M. Foley, Michigan State 


j Director for FHA, said than an $8,400 
| Sas heated home in the prewar period 
got 5.6% for heating, but the $5,000 war 


home was heated with handfired coal for 
4.3% of the housing dollar. A demand 


for further dollar reduction in the cost 
of heating was voiced by Mrs. Henry 
Mollgaard, Milwaukee, co-chairman of 
the Post War Planning Committee of the 
National Association of Home Builders. 
The view of the operative builder, as ex- 
pressed by Mrs. Mollgaard, was toward 
greater heating satisfaction, but for less of 
the builder’s dollar. Only 3% of present 
home buyers inquire about the heating 
plant. Builders will be interested when 
25% are heating conscious. 

J. K. Knighton, sales manager of the 
Air Conditioning Division of Servel, Inc., 
outlined the need for better selling to in- 


troduce the postwar advances to the pub- 
lic. A. H. Motley, publisher of American 
Magazine, emphasized the tremendous 
distribution problem facing the country 
to sell the products our productive ca- 
pacity can turn out. 

Ralph C. Cameron, Director of Mer- 
chandising for Airtemp, presented the 
company’s forecast of building and equip- 
ment sales for five postwar years. The 
company expects 68% of the postwar 
heating business to be sold for replace- 
ment and 32% for new building. On an 
assumed sale of 1,400,000 central heating 
installations per year postwar, it is pre- 
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“lhe Order for “/omornou 
BETTER LIVING 
BETTER BURNERS 


BIGGER SALES 
Se ee eee 


We're doing what we can, now, toward filling this “post-war order.” 





Better living will be demanded. Better HERCO heating equipment 
is a certainty (our plans for this are well underway). Bigger HERCO 
sales are indicated ... by our research on Herco performance in war- 
time ... by our studies of post-war market potentialities. 


This calls for efficient and fair distribution of new Hercos when pro- 
duction gets started. And that’s the part we're planning mow... 


Write Herco for information on our dealership plan. It puts you 
under no obligation, but it does (1) reserve Herco sales rights for 
you and (2) assure you a fair share of the first new Hercos manu- 


Write today: HERCO OIL BURNER CORP., Lancaster, Pa. 


HERCO 








SERVICE SALES 
IN e e IN 
WARTIME The Oil- Thrifty PEACETIME 


OIL BURNER 
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Distribution of Central Heating Sales 


New Home Go %  Y% Value Heat 
Price by Cent. for $ for Loss 
Class Class Heat Heating Heating (000) 
Under $3,000 ... 30 10 3 90 35-50 
$3,000 to $4,500. 18 40 a 140 50-75 
$4,500 to $6,000. 12 65 6 315 Zp} 
$6,000 to $10,000 30 iii 8 640 75-100 
Above $10,000 .. 10 90 10 1,000+ Over 100 
pubtotal ...\.. 100 50 
Existing 
Homes 
Under $3,000 ... 54 23 5 150 35-50 
$3,000 to $4,500. 17 50 6 229 50-100 
$4,500 to $6,000. 11 70 8 460 100 
$6,000 to $10,000 15 80 10 800 100-150 
Above $10,000 .. 6.5 90 12 1,200+ Over 150 
Subtotal ..... 100 42 
i 2) aa 100 


Reel Reasons Why 


Deliveries are faster 
and Cost Less... With 


“NEWTYPE CORD” 
FUEL OIL HOSE 


You can tell that "'Newtype Cord" is a better 
hose, by the way it looks . .. and acts . . . on 
the reel. Every part of every coil is round... 
there's no flattening-out to cause irregular forma- 
tions and interfere with quick, easy reeling or 
unreeling. That full-diameter roundness is re- 
tained off the reel, too, no matter how many 
sharp curves must be taken between truck and 
tank. The answer, of course, is Goodall's 


New Homes 


to be 
Built 


270,000 
162,000 
108,000 
270,000 

90,000 
900,000 


No. with 
Cent. Heat 


4,353,000 
2,000,000 
2,700,000 
3,240,000 
2,050,000 
14,343,000 


No. to be 


sold Cent. 


Heating 


27,000 
65,000 
70,000 
208,000 
80,000 
450,000 


288,000 
133,000 
180,000 
214,000 
135,000 
950,000 
1,400,000 





Kinkproof, Non-Flattening Construction 


a patented feature incorporating the use of a continuous spiral of hard spring steel wire to rein- 
force the strong rubber-and-duck carcass. This assures exceptionally high resistance to crushing or 
other distortion of the perimeter of the hose. On the reel or off the reel, '"Newtype Cord" re- 
tains its full roundness—there cre no kinks to retard the flow of oil or take the driver's time to 


straighten out. 


Non-Swelling “Synplastic Tube“ 


Another advantage of "'Newtype Cord" that contributes to faster flow and quicker fuel oil de- 
liveries. The ‘'Synplastic'' tube, unlike rubber, will not swell under contact with oil; so the 


original inside diameter of the hose is retained indefinitely. 


Equip your trucks, now, with this GOODALL quality hose, and start saving time, cutting costs and 


increasing profits on your fuel oil deliveries. 


Contact Our Nearest Branch or Main Office for Details. 


GOODALL RUBBER CO., Inc. 


MAIN OFFICE: 9 South 36 St., Philadelphia 4, Pa. 


THE GOODALL-WHITEHEAD COMPANIES 


New York - Chicago - Pittsburgh - Boston 
Goodall Rubber Co. of Calif. Goodall Rubber Co. of Texas 


Factory—Trenton, N. J. Established 1870 





74 Years of "Know How" — Our Most Valuable Commodity 


WE ARE 


PARTICIPANTS IN THE 
OWNERSHIP AND OPERATION 


oF 


NATIONAL SYNTHETIC RUBBER 
CORPORATION 











52 


dicted that 450,000 will be in new homes 
and 950,000 will be sold for replacements. 
The accompanying table shows the A‘r 
temp estimate of annual sales by price 
classes in new and existing homes. 
Officers reelected at the meeting were 
Paul B. Zimmerman, (Airtemp) presi: 
dent; T. A. Crawford, (Timken) first 
vice-president; L. N. Hunter (Nat. Rad.) 
second vice-president; R. E. Moore, (Bell 
& Gossett) secretary; and E. N. McDen- 
nell, (McDonnell & Miller) treasurer. 
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- Home Cost Estimates 


Higher Than Predicted 


THE MAJORITY of American families ex: 
pecting to build their own homes to order 
when restrictions are relaxed on man 
power, materials and equipment, are 
budgeting an outlay of $5,500 or more 
for construction alone, exclusive of land 
cost. These findings, based on an analysis 
of authenticated reports on single-family 
dwelling construction contemplated by 
18,428 families personally interviewed 
viewed during the last seven months by 
its staff in all states east of the Rocky 


Mountains, was announced by F. W. 


Dodge Corporation, fact-finding organt 


_ zation for the construction industry. 


A spokesman for the company pointed 
out that the greatest demand for homes 
as revealed by this survey is in the higher 
cost brackets of construction. 

The survey shows that fewer than 12% 
interviewed expect to obtain a home built 
to order for $4,500 or less, exclusive of 
land cost. It was also made known that 
16% expect to spend $9,500 or more for 
dwelling construction. 

Dodge said the figures apply to homes 
built to owners’ orders, and not to dwell 
ings built by operative builders for sale 
or rent. 

A separate survey among 200 opera’ 
tive builders in several states conducted 
by Sweet’s Catalog Service shows that 
117 already have prospective buyers, and 
43 have contracts now to build homes to 
owners’ orders. The 200 builders polled 


| said that they planned at present to build 


15,882 dwellings during the first two 
years materials and man power become 
available and cost maxima are unre 
stricted. The builders said that more than 
half of the homes built for sale would cost 
$7,000 or more. 


October 
1944 
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1s one of the reasons 
ca can do your Job 50 well” 


o 


Scotch tape holds a row of vim plage fo you, doesn’t it, 
Rosie .. . multiplies your production on vital job? Well, 
yours is 5 jut one of the thousands of war or civi 


such tape. Obviously, tape production mustn’t be interr 
Moreover, quality must remain uniform. 


And that’s where Bowser Exact Liquid Control comes in. 
Years ago, one of. America’s largest producers ~of industrial 

- 
ingredients that give tape adhesive the proper consistency. 
Then other Bowser Meters measure the flow of adhesive on the-/ 


backings of cellophane, paper or other materials. 7 


/ 


ef 


But there was another tough problem—rust and dust in the 
adhesive solvent caused the backing sheets to tear as they 
passed through the applicator machine. There were frequent 
costly shutdowns. How were they licked? By a Bowser Filter, 
which clears the solvent. 


Visit other departments of this company and you’ll find Bowser 
Lubrication and Filtration units, Fuel Oil Meters, etc., doing 
work that couldn’t be done as well, if at all, by any other method. 


The efficiency and the labor- and money-saving benefits of Bowser 
equipment is a familiar story, of course, in the gasoline and oil 
distribution field, where Bowser Pumps, Bulk Plant and Truck 
Meters, Can and Barrel Filling units, etc., have been outstanding 
for decades. Here is a typical letter, from J. Monroe, of the 
Sinclair Oil Company, in Van Wert, Ohio: 


‘‘Our Bowser Xacto Meter and power dispensing unit on our 
truck is an absolute necessity, especially in these days of man- 
power shortage. In three years of service, this unit has metered 
over 1,470,000 gallons without mechanical failure or adjustment.”’ 
BOWSER, INC., Fort Wayne 2, Indiana. 














THE NAME THAT MEAN: 


Not only has Bowser’s war 
production earned the Army- 
Navy E...Bowser equipment 
_ has helped earn it for scores 
“maf o other companies 





BUY WAR BONDS 
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Materials Authorized 
For 30,000 Burners 


DURING OCTOBER THOSE manufacturers 
who have received permission from the 
Plumbing and Heating Division of the 
War Production Board at Washington 
will resume the manufacture of domestic 
oilburners for replacement. Material has 
been authorized for the production of 
30,000 domestic burners during the 
fourth quarter this year, and L-74 is in 
the process of being amended to permit 
oilburner manufacture. Until the order 


is amended and until manufacturers have 
received their specific allotments of ma- 
terials from WPB, only the manufactur- 
ers who can qualify under the “spot au- 
thorization” procedure established in 
Priorities Regulation 25 will be permitted 
to produce. 

Applications for permission to manu- 
facture burners must be made to the 
Plumbing and Heating Division of WPB 
at Washington on form CMP 4B, and 
approval must be granted before burners 
can be made. Forms can be picked up at 
WPB field offices, but the applications 
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_ Refractories Division 


berty St., New York 6, N. Y. 


Combustion chambers of B&W 
K-20 Insulating Firebrick reach 
operating temperature in a jiffy, 
absorb little heat and react to ther- 
mostat control rapidly. That's why 
they conserve precious fuel, boost 
CO., reduce smoke and odor. 
Urge your customers to replace 
old heat-hungry linings with B&W 

K-20's. Installed easily, light in 

weight. Write us for full informa- 


The Babcock & Wilcox Company 





must be filed and approved at Washing: 
ton. 


© 
37,500 Stokers Authorized 


MATERIAL HAS BEEN AUTHORIZED for the 
production of 37,500 domestic type coal! 
stokers during the fourth quarter of 
1944, the War Production Board’s Office 
of Civilian Requirements announced 
Sept. 12. 

WPB officials emphasized that home 
owners should not expect that any appre- 
ciable quantity of these stokers will be 
available for sale to them until December 
at the earliest. 

Material also has been authorized for 
the production of 6,500 commercial and 
industrial stokers during the fourth quar- 
ter. WPB earlier had announced fourth 
quarter production in that category at 
2,500, but this figure was raised to 6,500 
because of the acute need. 


OHI Distribution Division 
Chicago Meeting October 9 


A PARTICULARLY IMPRESSIVE program has 
been announced for the Midwest regional 
meeting of the Distribution Division of 
Oil-Heat Institute to be held at Chicago's 
LaSalle Hotel October 9th. Eleven speak- 
ers are expected to cover most of today’s 
topics of industry interest. The speakers 
and their subjects are: 

Fred N. Beckwith, Exec. Sec. Oil Heat 
Institute of New England, Boston. Sub: 
ject:—‘Dealer Associations—Conversion 
from War to Peace. Where Do We Go 
From Here?” 

Myron R. Holmgren, Chief, Fuel Oil 
Rationing, O.P.A., Washington. Sub 
ject:—“Current Slant on Fuel Oil Ra- 
tioning from Washington.” 

Fred B. Lautzenhiser, Consulting En- 
gineer, International Harvester Co., Chi- 
cago. Subject: —“Truck Availability and 
What Kind of Trucks.” 

Frank T. Corcoran, District Mer., 
Motor Carrier Section, O.D.T., Chicago. 
Subject:—“Near Future Conditions of 
Tank Truck Operations.” 

W. W. Vandeveer, Director in Charge, 
District 2, P.A.W., Chicago. Subject :— 
“Fuel Oil Supply—Immediate and Post 
War.” 

Dr. Gustav Egloff, Petroleum Expert, 
Research Director, Universal Oil Prod: 


October 
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ucts Co., Chicago. Subject:—Fuels 
Available in the Post War Period.” 
Dean Wm. H. Spencer, Regional Di- 
rector, W.M.C., Chicago. Subject :— 
‘Manpower Problems and Victory.” 
Charles R. Bennett, Priorities Div., 
District Office, W.P.B., Chicago. Subject: 
—‘Priorities, Present and Future.” 
Wm. A. Matheson, President, Wil- 
liams Oil-O-Matic Heating Corp., Bloom 
ington. Subject: —“Oil Burner Merchan- 
dising, Present and Post War.” 
Elwin E. Hadlick, Pres., Northwest 


Chairman, Legislative Comm., Distribu- 
tion Div., O.H.I. Subject:—“Legislation 
Affecting our Industry.” 

C. E. Lewis, Exec. V. P., Perfex Cor- 
poration, Milwaukee; also President, Oil- 
Heat Institute of America, Inc. Subject: 
— ‘Do You Wish To Make A Profit in 
the Post War Period?” 
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Recent Ration Amendments 
FOUR ADDITIONAL AMENDMENTS to Re- 
vised Ration Order 11 have been pub- 




















Petroleum Assn., Minneapolis; also lished since the September issue. 
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Dole Air Valves 


S INCE 1873, Burnham has, without interruption, been 
serving the Heating Industry with the finest and 
most modern Boilers and Radiators. 


Introducing the newest developments in the Art of 
Heating has become legendary with Burnham. 


With almost three-quarters of a century of experience, 
you can be assured that the new products we intro- 
duce, when conditions permit, will be as modern and 
dependable as material, science and experience per- 


NOW IN STOCK AT ALL WAREHOUSES 


McDonnell Feeders and Cutoffs 
Taco Heaters, Circulators, etc. 
Thrush Circulators, Heaters, etc. 
Vinco Boiler Cleaner, etc. 

















ZANESVILLE, OHIQ 
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IRVINGTON, NEW YORK—DEPT. O 


ZANESVILLE, OHIO—DEPT. O. 


Export Department 
50 Church St., New York 7, N. Y. 
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Amendment 24. Covers the filing of 
applications for new and renewal rations 
for heat and hot water, a sort of scrub-up 
amendment streamlining these provisions 
in line with changes since the origin. | 
Rev. RO 11 was issued. The “late app‘i- 
cant” concept is dropped. Removes the 
September 30 deadline for renewais. 
Makes possible the issuing of heating ra- 
tions for less than a full year, and pro- 
vides that space heater rations may be 
issued in installments where the pericd 
of occupancy is uncertain, as in trailer 
camps. 

Amendment 25. Extends the validity 
date of left-over coupons from periods 4 
and 5 of the past season, plus any deii- 
nite value coupons, to August 31, 1945. 
Provides that every dealer who, at the 
close of business Sept. 30, 1944, has on de- 
posit any of these past-season coupons 
must notify the customer by mail not later 
than October 10 of the gallonage value of 
such coupons. The dealer must keep a 
copy of that notice, bearing date of mail- 
ing, for at least two years. 

Amendment 26. Provides that where 
transfers of fueloil are regularly made on 
a temperature adjustment basis, coupons 
equal in gallonage value to the adjusted 
amount of fueloil transferred shall be sur- 
rendered. Further provides that no dealer 
may detach a coupon from a customer's 
sheet deposited with him until after the 
oil delivery has been made. Fueloil may 
not be transferred for a ration check if 
the dealer knows or has reason to be- 
lieve that the check will overdraw the 
buyer’s ration bank balance. If a buyer 
fails to surrender coupons or a ration 
check within 15 days after a transfer of 
fueloil, the dealer or primary supplier to 
whom the evidences are due must, with- 
in seven days thereafter, notify the OPA 
District Office of the default, giving 
names of parties involved, dates of trans’ 
fer, gallonage, etc. Since this whole 
amendment is primarily aimed at en 
forcement, it would be well to get a copy 
from the OPA District Office, or Wash- 
ington, and study it fully. 

Amendment 27. Another enforce’ 
ment amendment, requiring all dealers to 
file a semi-annual statement of condition. 
Form R-1198 is provided for the pur’ 
pose. This is a modification of the old 
Form 1120. Because this sets up an en’ 
tirely new requirement under rationing, 
the section is quoted verbatim: 
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Directions 
Simply add one quart of | 
KLEEN-FLO to 500 gallons ; 
of oil thru oil fill line 


OUTSTANDING 
BENEFITS \ 


1. Absorbs condensation—keeps en- 
tire system water-free 

2. Dissolves gums and sludges 

3. Eliminates storage tank cleanings 
and pump-outs 

4, Keeps lines clear, prevents clog- 
ging and congealing \ 

5. Insures quicker starting 

6. Lessens oil baking on atomizers. 
Fewer burner changes 

7. Reduces carbon and soot 

8. Improves combustion 








ee 
BEB cen, 


9. Gives cleaner firing—faster heating —y 


10. Increases boiler capacity 

11. Eliminates puff-backs, smoky 
chimneys and oil odors 

12. Refractory brickwork lasts longer 


KLEEN-FLO contains no acids or 




















harmful ingredients 

















Solve i BURNER PROBLEMS This Lasy Way 


REDUCE SERVICE CALLS—STOP 
WASTE—INCREASE EFFICIENCY 


MPROVE Oil Burner operation this proven, time- 

tested way. Avoid many of the old difficulties 
and overcome the added problems caused by poor- 
er-grade burning oils, acute labor conditions, aging 
equipment, shortage of replacement parts and fuel 
rationing. Step up oil burner performance and 
eliminate the discomfort, loss of time, waste of pre- 
cious fuel and higher operating costs caused by 
breakdowns, numerous service calls and expen- 
sive tank pump-outs. 


No longer is it necessary to shut down a plant for 
clean-outs. It's old-fashioned to get steeped in grit, 
grime and grease when making service calls. It is 
easier and cheaper to solve oil burner problems the 
KLEEN-FLO way, than to make extra service calls 
and repeats. KLEEN-FLO Fuel Oil Conditioner is a 
liquid chemical which is added to Fuel Oilinorderto: 

1—Aid in the efficient burning of fuel oil which 

may be difficult to ignite and burn properly. 

2—Purify fuel oil by removing gum and sludge. 

3—Prevent the formation of gum and sludge. 


Many of the country’s greatest industrial plants, oil 
companies, U.S. Armed Services, various gov- 
ernment departments, office buildings, apartment 
houses, along with thousands of home owners, are 
using KLEEN-FLO regularly. KLEEN-FLO increases 
Oil Burner efficiency, helps preserve equipment, 
gives more heat, reduces fuel and maintenance 
costs and makes oil go farther. Simply add KLEEN- 
FLO to tank thru oil fill-line and get the 12 outstand- 
ing advantages at left. One quart conditions 500 
gallons of oil and gives premium performance with 
all fuel oils and any type or make of oil burner. 


For greater economy, producticn and dependability— 
for reduced service calls and year-round REPEAT 
extra profits, feature KLEEN-FLO. 


COMBUSTION UTILITIES CORP. 
1451 Broadway New York 18, N. Y. 


Boston Office 


25 Huntington Ave. 
® 
Montreal Office 


411 Confederation Bldg. 






















Pat. OFF. 
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KLEEN-FLO 
Regs. 





FUEL OIL 
CONDITIONER 


More Heat with Less Oil and Fewer Shutdowns with KLEEN-FLO 







§ 1394.5737 Semi-annual statement by 
dealers. (a) On or before the 25th day 
of October, 1944, and thereafter on or 
before the 25th day of April and Oc- 
tober in each year every dealer, having 
any registered dealer establishment with 
a registered fuel oil storage capacity (as 
defined.in § 1394.5703) of 1000 gallons 
or more, shall prepare a statement, giving 
the required information, on OPA Form 
R-1198, as of 12:01 a. m. on the first day 
of the month in which the statement is 
required, for each such establishment and 
shall file that statement with the District 


Office having jurisdiction over the Board 
with which each such establishment is 
registered. In the event that the dealer 
has, for any such establishment, evidences 
in excess of the amount he may properly 
have as of such date, under this order, he 
shall surrender to the District Office, at 
the time of filing this statement, evidences 
for each such establishment equal in gal- 
lonage value to such excess, together with 
a statement explaining the manner in 
which the excess occurred. 

Dealers should get copies of the new 
forms from boards or District Offices. 
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CLEANER FuELiNG 














Cross-section of } 
Hozxeycornzb Filter & 
Construction 


© No Rupturing 


e No Channeling 







May Oil Burner Corporation 
Wins Army-Navy “E” 


IN RECOGNITION OF ITS outstanding per- 
formance in producing an unusually wide 
variety of war material, May Oil Burner 
Corporation, was awarded the Army- 
Navy “E” in Baltimore on September 6. 





Chas. R. Collins as M.C. 


This diversified production included 
everything from small Porro Prisms for 
binoculars, which serve as the eyes of our 
heavy artillery, to the azimuth indicators 
used on tanks, and the hydraulic pumps 
which are used for tractors, for machine 
tools, for anti-aircraft guns, for tank tur- 
rets, for emergency steering control on 
Navy ships and for Navy boiler opera- 
tions. 

Acceptance of the award was made by 
A. Klotzman, Vice-President of May Oil 
Burner Corporation. Charles R. Collins, 
General Sales Manager, acted as master 
of ceremonies. 
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Chicago Fueloil Employees 
Declared “Locally Needed” 


FORTY-EIGHT fueloil distributors in the 
Chicago metropolitan area have received 
“locally needed” designations for their 
employees from Lester Brown, area div 
rector of the War Manpower Commis- 
sion. The status applies only to those spe- 
cific companies that have been certified. 
The area previously had this status on a 
temporary 90-day basis, but it expired in 
January 1944 and was not renewed at 
that time. Employees may not leave and 
get employment elsewhere, under such 
a ruling, until the employer has issued to 
them a certificate of availability. 
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STANDARD HEATER & OIL EQUIPMENT CO., 
Jersey City, has issued a new booklet on 
heat transfer equipment for the Petroleum 
Industry called “Standard Heat Transfer 
Equipment.” 


October 
1944 


AKE a look at Fulflo’s HONEYCOMB 

FILTER TUBE .. . notice how it’s 
made of layer upon layer of fine filtering 
webs interlocked in a honeycomb of soft 
cotton yarn. Then you'll see why Fulflo’s 
exclusive construction prevents channel- 
ing, rupturing or breaking down... why 
it positively prevents dirty oil from by- 
passing... why Honeycomb Filter Tubes 
trap every tiny particle of sediment, dirt 
and scale that could possibly clog nozzles, 
foul points or wear pumps. That’s why 
Fulflo means cleaner fueling. It positive- 
ly prevents oilburner wear or shutdowns 
due to dirty oil! 


MAKE BIGGER PROFITS 
THIS SEASON... 


Install Fulflo! You'll build a reputation 
with customers ... win valuable word- 
of-mouth advertising . .. and save your- 
self plenty of servicing headaches. Or- 
der now from: COMMERCIAL 
FILTERS CORPORATION, 28 West 
Third Street, Boston 27. 


® Microscopic Filtration 


° Fast Filtering 


® Cleans Oil Super-Clean 


© Low First Cost 


© Speedy Annual Servicing 


© Protects Pumps 





© Low-Cost Replaceable 
Tubes 


















FIGTERS 


REG. U.S. PAT. OFF, 


SAVE SERVICE CALLS * BUILD GOODWILL * WITH FULFLO 
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MICHIGAN DISTRICT of COLUMBIA DELAWARE 





These photos were picked at random, from 













thousands we have in our files. Each of these 
homes is heated by Master Kraft oil burning 
equipment, manufactured by us, carefully 
tested at the factory and installed by a good 
heating man—a Master Kraft dealer. 





MARYLAND W.ISCONSIN 


















Since we started in business over a genera- 
tion ago, the performance of our equipment 
year after year has caused our list of friends 
to grow until today we count them by the 
many thousands in states far and wide. 





That’s because Master Kraft equipment is 
GOOD—delivers trouble-free heat, at top 
economy, year after year after year. 











It's the kind of equipment upon which a deal- 
er can build a successful trade ... a perma- 
nent growing business. 


PLENTY OF FACTORY HELP. Master Kraft 














dealers make money because they have a 
complete and carefully engineered line to sell 
—hacked by good sound advertising, done by 
the factory right in the dealer’s own terri- 









DELAWARE NEW JERSEY tory. 


FOR POST WAR we have a revolutionary development with a performance 
that is sensational. You'll have to see it perform to realize the broad sales 
and profit opportunities it will open up. Master Kraft dealers are going to 
make money with it. Want more information? Drop us a line. 


| Master Kraft 


REG. U.S- PAT. OFF. 
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/_HARVEY-WH ad od = INC., Springfield, Mass. 
: 


















Postwar Burner-Fuel 


Studies Get Under Way 


TECHNICAL COMMITTEE E of The Ameri- 
can Society of Testing Materials is get- 
ting well started on its job of facilitating 
fuel and burner tests for postwar oilheat- 
ing. Primarily, the work is to determine 
to what extent, if any, postwar oilburn- 
ers should be redesigned to better handle 
the heavier distillates of the future. 

The Committee’s work has been broken 
into three segments, each assigned to a 
section consisting of six or eight burner 
and oil men. Section 1, of which L. C. 
Beard, Jr., of Socony-Vacuum is chair- 
man, was given the job of selecting a 
prototype fuel for the tests. After con- 
siderable study of probable postwar re- 
finery trends, specifications were deter- 
mined for the most likely fuels and two 
refiners, Gulf and Sun, designated as 
sources to supply these oils for testing 
purposes. 

Section 2, of which Frank H. Faust of 
General Electric is chairman, is to arrange 
for and supervise the tests. These tests 
are to be made in numerous oilburner and 
petroleum laboratories throughout the 


country. Questionnaires have been sent to 
leading burner manufacturers and oil 
companies asking if they have the neces- 
sary facilities for making a specific set of 
tests and if they want to undertake them, 
with a proviso that all of their findings 
must be made available to the Committee. 
It is understood that quite a number of 
companies have offered their services. 

Section 3 of the Committee, with Jack 
Minner of Shell as chairman, will not 
start active work until the findings from 
the tests are in and analyzed. It will then 
be the function of this group to recom- 
mend to the Committee whatever changes 
they find necessary in burners or oils. 

Because the actual testing requires long 
burner operating periods under numerous 
sets of circumstances, the work will not 
be completed in a hurry. It is reasonable 
to expect that it can be finished by early 
summer and that it will have some bear- 
ing on oilheating the 1945-46 season. 
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THE DOLE VALVE COMPANY, Chicago, an- 
nounces their new “Dole Air Valve Cata- 
log.” It contains important information 
on fuel conservation. 





Richmond Radiator Buys 
Pierce Butler Facilities 


JOHN J. HALL, VICE PRESIDENT and gen 
eral sales manager of the Richmonc 
Radiator Company, has announced the 
purchase from the Pierce. Butler Radia- 
tor Corporation of Syracuse, N. Y., of 
that company’s equipment for the manu 
facture of its principal lines of boilers 
and radiators. The equipment will be in 
stalled in one of the Richmond plants 
and will be in production before the end 
of the year. 

The Pierce Square boiler line has for 
years had wide acceptance in the heating 
industry and from consumers. It consists 
of modern coal and oil fired boilers with 
complete coverage of the heating field, 
the load rating ranging from 230 through 
2150 square feet of steam radiation. An 
other Pierce item which has been taken 
over is the “Little Giant” radiator, a radi- 
ator of the thin tube type much used for 
modern homes and apartments. 

Every effort is being made, according 
to Mr. Hall, to provide repair parts for 
the new lines for the coming heating 
season. 








New! Convenient! 


HEATING RECORD 
CONTAINER 
For Your Customers 


FREE 


TO ALL OIL BURNER 
and FUEL OIL DEALERS 


for fuel oil ration coupons. 


for dealer imprint. 


service 
ORDER TODAY. 
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WAYNE OIL BURNER CO. 





As illustrated—especially designed as a container 
Front has place for 
customer’s name and ruled form for keeping a 
complete record of fuel oil purchases. Reverse side 
lists 12 points on how to save fuel and has place 


A gift your customers will appreciate 
—and it’s FREE—to help you build 
post-war business and to get profitable 
and accessory 
State number de- 
sired using your business letterhead. 


Wayne Victory Heating Manuals 


They’re FREE to all Oil Burner and 
Fuel Oil Dealers. 
of these manuals now. 
needed using your business letterhead. 


9210 GLASGOW AVE. 
FT. WAYNE 4, INDIANA 


WAYNE’S V-DAY LINE 





WAYNE 
PUEL O1% DELIVERY RECORD 





























sales now. 


METHOD 


| for 

| Cleaning & 

| Conditioning 
HEATING 
SYSTEMS 


Order your supply 
State number 
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RUST PREVENTER 
Inhibits Corrosion in 
Heatina Boilers 
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Let's protect 
existing installa- 
and con- 
serve fuel, with 
VINCO Products— 


endorsed by leading 


tions, 





boiler manufacturers. 





For sale by all wholesalers 
of plumbing and heating 
supplies. 


Ask For Folder "K." 








WILL BE 
COMPLETE 
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|] THE VINCO CO. tne. 


305 E.45 St., New York 17, nv, 





October 
1944 


















ties 


gen 
nonce 
| the 
adia 
a of 
anu 
ilers 
e In 
lants 
end 


} for 
iting 
ISists 
with 
jeld, 
ugh 
An 

iken 
adv 
| for 


ling 
for 


ting 





- 


| _“ PACKED WITH FACTS! 

Vv You'll read every word! Here are just a 
few of the topics covered: the latest OPA 
Fuel Oil Regulations; Shell Aids to Care- 
ful Consumption; A chart designed to 
assist you in controlling your ration; 
Delivery Record; Tank Capacity table; 
and many others. 


tue/oil 
é o// heat 


TIMELY ! AUTHORITATIVE! 

This latest edition of Shell’s Fuel Oil Booklet 
tells what every home owner wants to know 
about oil heating this fall. Has the answers in 
simple, easy-to-understand language! Write 
for your free copy TODAY, to: Fuel Oil 
Dept., Shell Oil Company, Incorporated, 50 
W. 50th St., New York 20, N. Y. 








White Fuel Corp. New | 
G-E Boston Distributor 


THE WHITE FUEL CORPORATION of South 
Boston, Mass., has been appointed by the | 
General Electric Company as Greater | 
Boston distributor of G-E oil fired heating 
equipment. The distributor, New Eng- 
land’s largest fuel supplier, announces 
that its offices and 23-acre deep-water 
plant on Boston Harbor will handle all 
calls for sales, service and installation. 

The distributing organization plans to 
open new central Boston oilheating head- 
quarters. 


ADJUSTABLE 















© 
Penn Electric Expands 





PENN ELECTRIC SWITCH CO., Goshen, In- 
diana, has announced that permission was | 
granted by the War Production Board 
for the construction of additional office | 
space to relieve the present congestion 
and inadequate facilities for the com- 
pany’s workers. 

The work started in the middle of Sep- 
tember, and it is expected that the project 
will be ¢ompleted in approximately two 
to three months. 

The additional office space will be am- | 
ple for present needs as well as for the | 
expected expansion during the postwar 
period. This is the fourth building expan- 
‘ sion for Penn since its move to Goshen 
* Easy to install and adjustable from Des Moines during the summer of 
¥%& Made of finest quality materials 1937. The first three, however, were fac’ 


* Attractively priced through tory additions. 
quantity production © 


When you equip your tank installations with MEL THE MASSACHUSETTS OIL HEATING ASSO’ 


adjustable fuel-oil gauges, you save time, money CIATION, Boston, Mass., held its first regu’ 


and trouble and enrich the appearance of your lar meeting of the fall on Tuesday, Sept. 
installation. g ay, 


: : 19, at the Fox and Hounds Club, 448 Bea- 
MEL adjustable fuel-oil gauges are manufactured S B lila Mi dilate 
in two models—MODEL C for quality installations | ©? 9teet, Boston. Speaker for the eve 
—MODEL Al for perfection plus economy. ning was Stanley K. Smith, First Vice- 


President of the H. B. Smith Co., Inc. 
CHECK THESE FEATURES OF MODEL C MEL-GAUGE | Mr. Smith discussed boilers—what they 


. are expected to do, how they should be 
GAUGE CAP Enamel stamped steel : : 
DIAL Adjustable acitate tubing designed, and the relative value of the 


FLOAT ARM Cadmium plated steel varied heating surfaces in establishing a 
ROTATING FLOAT Rust-proofed boiler rating 

metal ; 
INDICATING KNOB Adjustable red 
RODS Coated Bessemer steel © 
BODY Transparent—unbreakable 


MODEL C 




















MODEL Al 
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BASE BUSHING Cast iron Ernest L. Hughes, Director of Distri 

Note: Place your orders now for future bution and Marketing, District 2, P.A. 
deliveries. Orders for MEL-GAUGES are W., has resigned his position with the 1 
filed as received for completion as soon Ceiaeuenein: dliintints Sep tember 23 to re’ ; 
as WPB restrictions are lifted. 





sume active work with his own company, 


the Hughes Oil Co. of Chicago. 


October 
1944 


WRITE FOR ILLUSTRATED FOLDER 














EAST HAVEN, CONNECTICUT 
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New Products 


Tank Gauge Cuts Burner 


Before Fueloil Is Gone 


DESIGNED TO ELIMINATE the necessity of 
priming burners every time the tank runs 
dry, Dixon Manufacturing Co., Catons- 
ville, Md., has announced a float-type 
tank gauge that breaks the burner circuit 















at a predetermined point before the oil is 
completely gone. It is claimed that such 
an interuption of burner operation will 
cut service calls, prevent trouble if oil 
delivery is delayed, and speed the deéliv- 
ery time to “dry” tanks. Further benefit 
is claimed by preventing dirt and sludge 
from being pulled into the lines and the 
burner, plugging strainers and nozzles. 
The gauge has a vertical scale against 
which the indicator operates. The indi- 
cator is attached to the arm of the tank 
float and is raised or lowered with the oil 
level. As the indicator approaches the 
bottom of the gauge it operates a Micro- 
switch which breaks the burner circuit. 


© 


Plane and Truck Heaters 
Announced by Fluid Heat 


A NEW IDEA in truck and bus heaters has 
been announced by the Fluid Heat Divi- 
sion of Anchor Post Fence Co. This com- 
bines the usual functions of cab heating 
and windshield defrosting, with the addi- 
tion of trailer space heating and pre- 
heating of batteries, engine manifold and 
crankcase as desired. Known as Model 
SAH this heater is made in several dif- 
ferent sizes with outputs from 10,000 
Btu hr. on low rate to 40,000 Btu hr. 
when firing at maximum rates. Control is 
remotely mounted. 

The stainless steel heat exchanger has 
four with 
passes between. Thus the flame and hot 


compartments “cross-over 


gases have a travel of four times the 


NEW 


Men's 


Amazingly Economical, 
Lo-Pilot OIL BURNER 


—an Assured Super-Seller! 


length of the heat exchanger with the 
maximum area of heating surface exposed 
to the heating air. Combustion air is pre’ 
heated in a tube which extends through 
the length of one exchanger compart- 
ment. The flame is completely suspended 
to provide freedom from lead or other 
formations without regard to the grade 
of gasoline used, and to insure longer life 
for burner parts. Fuel is drawn from the 
vehicle’s supply tank. 

A new member of its SRH series of air: 
craft heaters also is announced. Known 
as the SRH-15 its output is 15,000 Btu hr. 
Cylindrical in shape it measures 49%” in 
diameter by 1834” long. Weight is 6 |b. 
14 oz. including controls and accessories. 

The recently developed combustion 
process of vapor entraining developed by 
T. H. Smoot, Vice-President and Chief 
Engineer, utilizing a capillary vaporizing 
block in conjunction with preheated air, 








—_— NER 
ee oe ALLEN’S “Lo-Pilot” Oil Burner 
a ce (Patent Pending) provides hitherto 
Paeene “st unheard-of-fuel saving. Its remark- 
LO _ — able economy is due to a specially 








LOW FIRE 
BAFFLE 


‘BURNER 





(Patent Pending) 


64 














designed pilot light which permits 
fast low-pilot to high-fire burner 
operation in mild or _ changing 
weather. Fuel wastage in overheat- 
ing is reduced . . . stand-by fuel 
consumption is drastically cut! 
Dealers and Distributors who are 
interested in the profit possibilities 
of this Allen Agency should write 
or wire today. 


‘ALLEN MANUFACTURING COMPANY, INC. 


NASHVILLE, TENNESSEE 


October 
1944 





Allen's Oil Burning Parlor Furnace 
Duotone Baked Enamel, Model 4110-B 




















pre: 


ugh 


art: 
ded 
ther 
rade 

life 
the 


alr’ 
own 
a hr. 
," in 
6 Ib. 
ries. 
stion 
d by 
hief 
izing 
| air, 


se 
-B 





| 


1: used in both heaters. It is claimed that 
che flame has such stability that its char- 
.cteristics are the same regardless of al- 
‘itude or speed. Barometric compensa- 
tion provides for uniform combustion 
conditions from sea level to 40,000 feet. 
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\l-H Shows Its New 
Moduflow Instruments 


ALTHOUGH PUBLICLY al- 


most a year ago as a system of providing 


ANNOUNCED 


balanced heat input to offset heat loss, 
Moduflow has been little more tangeable 
than an idea until the recent release of 
pictures of the essential parts. The reset 
method Moduflow panel (W102A) is a 
universal panel which includes all neces- 
sary parts, including wiring terminals for 
both high and low voltages. It permits 
either 24-hour operation at a constant 
thermostat setting, or lowered night tem- 
perature. The cover has an access door 
at the upper left corner to permit easy 
adjustment of the clock mechanism that 
sets time for lowered night temperatures. 

The thermostat for varied day and 
night settings is a special instrument for 


‘INTERUPTER ; 
TRANSFORMER 






VOLTAGE 
TEAMINALS 


this system, and has two dials at the top, 
one for day temperature setting and the 
other for lower night temperatures. This 
thermostat is designated as T202A. 
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Automatic Vent Valve 
Eliminates Line Air 


AUTO-VENT NO 7, an air eliminator man- 


ufactured by Maid-O- Mist, Inc., Chicago, 


is being offered as a means of automati- 
cally taking air out of forced circulation 
hot water heating system lines. Though 
the lines are tight, it is claimed that tem- 
perature and friction create vapor that 
often slows or locks the system until the 
air is removed. 

The Auto-Vent valve is installed at the 
highest point in the system, and as air 
enters, displacing water, a float is lowered 
opening a valve that bleeds the air off to 
the atmosphere, allowing water to replace 
it. The air is eliminated from the line 
automatically and without any attention 
from the homeowner. 

The No. 7 automatic valve also is rec- 
ommended for unit heaters, hot service 
water systems, cast iron and concealed 
radiation. A special valve is supplied to 
vent oil tanks or fuel supply lines. 
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Majestic Ranges at Sea 


OIL RANGES made by the Majestic Mfg. 
Co., St. Louis, have earned the company 
the Maritime “M” Award for their ser- 
vice in the merchant fleet and with the 
Navy. An installation of a heavy duty 
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OIL IS AMMUNITION 


OIL BURNING EQUIPMENT 


DOMESTIC AND INDUSTRIAL 


REG. U.S. PAT. OFF. 








FOR CUSTOMER 
SATISFACTION 
Install 
ROCHESTER 
“UNIVERSAL”. 
GAUGES 





Current production of Oil Burners is re- 
stricted to WPB approved orders of top prior- 

| ity ratings because of war production in our 
factory. 


... But our Engineering Division is fully 
manned and we are rendering every possible 
service to the trade. 


REPAIR PARTS (subject to 


Order) are and will be available. 


Priorities 


PETROLEUM HEAT & POWER 
COMPANY 


Makers of good oil burners since 1903 
STAMFORD CONNECTICUT 
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R OCHESTER “Universal” Gauges are built especially to meet 
the requirements of basement type oil storage tanks. Double dial 
—one visible to the delivery man outside the cellar, and one for 
the owner inside—is a convenient and much appreciated feature. 
Widely spaced, generous size graduations and figures are made 
possible by the extreme length of the dial which rotates through 
a 300° arc. There’s no chance of leakage either. 

The same magnetic principle used in Rochester Gauges to 
bring safety in gauging hazardous liquids under pressure is em- 
ployed in these “Universal” Gauges. That’s why they’re listed as 
Standard by Underwriters Laboratories. Rochester “Universal” 
Gauges are easy to install in any location on the tank and without 
the necessity of emptying the tank. Obtainable on AA-3 priority 
from your jobber. 


ROCHESTER MANUFACTURING CO. 


8 ROCKWOOD STREET, ROCHESTER 10, N. Y. 


Makers of Fine Gauges “FOR THE TRUE INSIDE STORY” 


ROCHESTER Gtrmgeend INSTRUMENTS 





FOR ACCURATE LIQUID-LEVEL, PRESSURE and TEMPERATURE INDICATION 
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oilburning range at the Cook’s and 
Baker’s School of the U. S. Maritime 
Service Training Station, Sheepshead 
Bay, N. Y., is used for training and in- 
struction. 

These marine and commercial ranges 
can be fired either with vaporizing oil- 
burners or with “pup” type horizontal 
rotaries. Heat flow is from the combus- 
tion chamber either at the right or left, 
across the top and around the ovens to the 
flue at the back of the cooking top. Tops 
are machine ground and polished, and 


various models allow either one or two 
ovens with widths ranging from 20 to 30 
ins., depth either 23 or 28 ins., and 16 
ins. in height. 

Standard vaporizing equipment is the 
Kresky commercial oilburner. Standard 
equipment with a horizontal rotary 
burner is Johnson or Ray. 
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Standard Draft Control 
Is Ready for Postwar 


A NEW DRAFT CONTROL manufactured by 
the Standard Draft Control Co., Bran- 
ford, Conn., is ready for the trade as 
soon as manufacture can be started. This 
is a balanced type control to stabilize fur- 
nace draft regardless of chimney tempera- 
ture or wind velocity or direction. 

The gate is hung in the center on stain- 
less steel shafts which pass through the 
frame, turning on bronze outside the con- 
trol where products of combustion can- 
not reach the bearings. The frame is fin- 
ished in black gloss, and the gate is car- 
mine. 

This control was put on the market just 
prior to the start of the war, and several 


thousand have been operating during the 
last three years, according to H. M. Cun- 
ningham, general manager. Production 
necessarily has been severely restricted 
during the war period. 
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Bulletin Describes Two 
Reflective Firebox Paints 


JUST ISSUED by Preferred Utilities Man- 
ufacturing Corp., New York, is a bulletin 
on White Hot and Pyro-Chrome. 

It is claimed for these preparations that 
a paint-thick application will stabilize 
the surfaces and prove more effective and 
enduring than thicker applications of 
heavier preparations. Resistance not only 
to heat, but also to corrosion and oxida- 
tion, is brought out. 

Preferred White Hot is intended for 
temperatures up to 2840° F, and its pure 
white surface reflects back an appreciable 
amount of active radiant heat energy, re- 
turning it to its job in the firebox. 

Preferred Pyro-Chrome, green in color 
and also highly heat-reflectant, is for 
heavy-duty use, as it endures tempera- 
tures up to 4000° F. 





More and more, it’s 


SERVO 


that counts...and 


ELE, Dervier 


means good service! 
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Capacity, 30 gal. per 
hour. Self-Priming, 
Silent and Leak-proof. 
Vapor and OilTight. All 


parts interchangeable. 








GET FACTS ABOUT THE 







EESDALE 


T.U.X. PUMP 


The Heart-Beat 
of the BURNER’S 
OIL FLOW 

























TEESDALE MANUFACTURING CO. 
427 MARKET AVE., GRAND RAPIDS 3, MICHIGAN 
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York Heat is swinging into action with the most 
complete line of oil-burning equipment in the his- 
tory of the industry . . . and a sales-plan that packs 
the punch to put it over. Sparked by enthusiasm for 
this great line, the whole York Heat organization, 
factory and distributors, will function as a perfectly 
coordinated team. 


Backing the distributor all the way, York Heat has 
prepared a flexible plan of cooperative advertising to 
fit specifically the individual needs of each dis- 
tributor. National consumer advertising will be ex- 
panded. 

A streamlined, sales-closing, non-recourse financing 
plan will carry York Heat oil-burning equipment 
from factory to consumer, almost eliminating capital 
investment by the distributor. Is this a sweet set-up ? 

York Heat needs aggressive, two-fisted representa- 
tion to sell this comprehensive line of domestic, 
industrial, and commercial oil-burning equipment in 
your area. If the territory is not already closed, here 
is your opportunity. Act today! 


S&S york HEAT J/ 


Division of YORK-SHIPLEY, Ine., York, Pa. # 


7 . 
‘ Ba * 
Bae 4 


YORK HEAT, Division of 
YORK-SHIPLEY, Inc., YORK, PA. 





Gentlemen: 
Please send me full information concerning the advan- 
tages of a York Heat franchise in my community. I am 
interested in [_] Domestic Heating [_] Industrial Heat- 


buy an extra Bond today! ing [| Both. 
1 O11) a aa ee OEE aE A Se MER per Res ners freee eee 


Every Bond brings victory nearer— 


Member Oii Heat Institute 
of America 
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Readers’ Yorum 


PARAGON OIL CO., INC. 
Brooklyn, N. Y. 
Editor: 

When this war reaches the stage of 
being handed over to the historians, fuel 
oil will be remembered as one of the most 
potent products that helped to power the 
attack. Yet, because of its conservation 
via rationing, we are going to find that 
other automatic heating fuels, such as 
gas and possibly stokers, are going to point 
out the hardships fuel oil consumers ex- 
perienced . . . and how gas heat is Uto- 
pian in use, comparatively speaking. 

We are reminded of what effect it can 
have on the sale of oil burners by a cam- 
paign that was conducted in Chicago 
some years ago. And there was no war 
then to bring their scare story home, as 
there will be now! 

What is the answer to this subtle cam- 
paign? Simply this: Intensify our efforts 
to educate the public about the outstand- 
ing job fuel oil proudly did, and how, 
even in spite of restrictions, fuel oil users 
suffered no ill effects so as to make them 


MAKE THEM 
LAST! 








Fig. F-80 





Nozzles will 


Send for your copy. 


MONARCH MFG. WORKS, INC. 
E. WESTMORELAND & SALMON STS., PHILADELPHIA 34, PA. 
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probably continue 
scarce this winter so take care of those you 
have. Never clean nozzles with pins, etc., 
or try to remove carbon with a file or 
carry service nozzles unprotected—a nick 
in the orifice means a nozzle for the scrap. 
Note: Completely revised Burner Acces- 
sory, Catalog D containing more detailed 
nozzle information, and new tables, charts 
and illustrations is now at the printers. 





feel dissatisfied with oil heat. 

A good start in that direction is the 
“14 Ways You Can Keep Up the Good 
Work of the Fuel Oil Rationing Pro- 
gram,” published by the Petroleum In- 
dustry, War Council. It seems they have 
sensed the “gas attack” and wish to pre- 
pare us for it. 

The gas company has already started 
its suave institutional copy towards weak- 
ening and wrecking our market. A recent 
ad with the headline ‘Just Look At All 
That Gas Can Do For You,” followed 
by a paragraph that says: 

“Although many other items on your 
household budget have gone up, you are 
paying no more for gas than before Pearl 
Harbor. In spite of the manpower short- 
age, the difficulty of repairing and re- 
placing equipment and all other handi- 
caps of wartime, your gas service has con- 
tinued steady and dependable, in good 
weather or bad.” 


What we need now is an industry 
bandwagon, with every member aboard, 
sounding off with whatever instruments 
he has at his command, bringing to our 
users and potential prospects the out- 
standing part fuel oil has played in the 


war, and its many post-war advantages. 
WILLIAM MANN. 


© 


LEITCH ENGINEERING COMPANY 
Manchester, New Hampshire 
Editor: 

Your publication has more meat pe: 
page than any of the other trade publica 
tions that we receive, and our organiza 
tion reads it pretty thoroughly. We par 
ticularly like your service helps and aré 
glad that your pages are not filled with 
somebody bragging about the job they did 
somewhere with no factual material along 
with it. FuELom & Om Heat is doing 
the industry a real service. 

D. Ropert LEITCH. 
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STANDARD DRAFT CONTROL CO. 
Branford, Connecticut 
(Editor's Note: This letter was written 
to Wisconsin Oil-Heat Institute, com- 
menting on an article in FUELOIL © OIL 
HEAT, with a copy sent to the editor. 
It is reproduced because it contains 

ideas. ) 
I have just reread “Organize to Fight 
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War Demands Come First 


Being in a restricted labor zone and 
the continuing demand upon our man- 
power for war materials, has caused 
some delay in shipping heaters to our 
wholesale customers. 

We will continue to produce water 
heaters and make shipments when- 
interfere with the 
production of war materials. 


We know you understand this situa- 


tion and will cooperate heartily with 


MICHIGAN TANK & FURNACE CORP. 


14101 Prairie, Detroit 4, Mich. 
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“EDCO” PRODUCTS ARE 
WORTH WAITING FOR! 








Fig. 246 


the past. 


this war. 


Right now, “EDCO” production 
bigger than it ever was in peacetime. 
Due to the ever increasing demand for 
“EDCO” Pumps, Pressure Regulating 
Valves, Pipe Line Strainers and Spray 
Nozzles by our Armed Forces, there is 
nowhere near enough left to meet the 
civilian demands — but they will be 
worth waiting for. 

“EDCO” products have been good in 
They will be better in the 
fucure—proved on the battle fronts of 
They'll have still greater 
dependability assured by the vast ex- 
perience and unusual exacting manufac- 
turing standards which are adhered to. 

With Victory and Peace, “EDCO” 
production lines will keep right on pro- 
ducing trouble-free accessories to help you build the better 
world for which we are all fighting. 


Note: Place your orders now for fall delivery. 
n- “Specify EDCO Products on Your Next Order.” 


" EDDINGTON METAL SPECIALTY C0. 


” P. O. BOX K, 


EDDINGTON 





PENNA. 











"DRAFT GAUGE 
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VITAL 
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fuel-saving service . . 








7000 BENNETT STREET 














o HEATING SERVICE DIVISION 


BACHARACH INDUSTRIAL INSTRUMENT CO. 


PITTSBURGH 8, PA. 





The Stack Ther- 





Get FUEL-SAVING FA 3 with —e 
modern COMBUSTION TEST SET 


Cooperate with our government’s National Fuel Effi- 
ciency Program and build your reputation for expert, 
. by using these practical in- 
struments to make efficiency tests of heating plants. 

The easy-to-use FYRITE quickly indicates CO? 
in the flue gas, thus showing whether the fuel re- 
ceives the proper amount of air. 
mometer test shows how well the furnace absorbs 
the heat of fuel burned. The unique FIRE Efficiency 
P FINDER correlates CO? and stack temperature 
readings to show at a glance preventable chimney 
losses. The handy dry-type DRAFTRITE gauge is 


indispensable for properly adjusting the draft. 
For prices, and complete particulars about the Fyrite Com- 
bustion Set, write for Folder 4401. 
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You’ll have an 
UNPRECEDENTED 


PROFIT OPPORTUNITY 


“LAU 


BLOWER-FILTER 


PACKAGE UNITS 









Widest Range Available 
Greatest Selectivity of Air Delivery 


Knock-down Construction of Larger Units— 
Quickly, Easily Assembled 


Small Sizes Shipped Assembled 
Manufactured to Exacting Specifications 


Certified Performance in 
Accordance to Test Codes of A.S.H. & V. E. and N.A.F.M. 


Numerous Outstanding Lau Features 


Proved Most Efficient in Thousands 
of Installations Throughout the World 


Mass Production 


Priced Right for Your Custom:ers— 
and for You! 


Get the complete story on Lau Blower Package Units. 


Write us direct or contact your nearest jobber for prices and Circular 
No. 60 containing full description, specifications. 


BLOWER COMPANY 
DAYTON 7, OHIO 
> wom LARGEST MANUFACTURERS OF FURNACE BLOWERS/— 











Engineers and fabricators of cei Air Gian satin 


‘ Single Inlet and Double Inlet Blowers ® Propeller Fans ® Accessories 
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Gas” in the August issue of FUELOIL & 
Om Heat and would like to commend 
your organization not only for the sav- 
ings your efforts have made possible to 
the public but also for the help given to 
the expansion and progress of the auto- 
matic oil heating industry. 

However, to speed the growth of the 
automatic oil heating industry, the fact 
that oil heating costs less, it seems to me, 
should be stressed from two mediums of 
advertising. 

One point which is often overlooked is 
that while each satisfactory installation 
of oil heat helps advertise automatic oil 
seat to the public—one installation of a 
yurner not operating at good efficiency 
may do ten times as much damage to the 
expansion of the industry, since an owner 
of such an installation does not keep quiet 
but practically gets up on his house-top 
and shouts that “oilheating is no good be- 
cause it costs too much.” 


So, in order to make your advertise- 
ments most effective it is desirable that 
no inefficient oil burner installations be 
found in the territory. The industry's 
double responsibility should be to adver- 
tise to new prospects that oil is cheaper 





and to be very certain that each and every 
owner becomes an enthusiastic advertiser. 
Even more important there should be no 
adverse criticism because of inefficient in- 
stallations which cost more than they 
should. 

It would appear that in addition to 
your advertising campaigns, some group, 
or community, or national program could 
be inaugurated to assure efficiently oper- 
ated oil burner installations. The fact 
that remarks of disgruntled users of oil 
burners is adversely effective is shown by 
the tremendous growth of the stoker in- 
dustry. A few adverse comments from 
oil burner users to the prospect for auto- 
matic oil heat decided thousands to in- 
stall stokers which burn “‘the old, reliable, 
economical fuel” coal. 

There are several points in an oil burn- 
er installation which governs its ef- 
ficiency or inefiiciency. One is the meter- 
ing or the exact control of the amount of 
fuel; another is the metering or control 
of an exact amount of oxygen. While 
fuel is admittedly the important part of 
oil burning, proper combustion does not 
take place until the proper amount of air 
is combined with the fuel. Therefore, 


while a draft control from a cost stand- 
point is a very small item, it is in reality 


in the same category of importance as 


metering the fuel itself. Careless disre- 
gard for the proper amount of air and 
carelessness in the selection of draft con- 
trol devices results in unusually high fucl 
bills, consequent dissatisfaction and ad- 
verse publicity. 

Since efficient combustion is the result 
of exact proportions of carbon and oxygen 
it is important that oil burners are pro- 
vided a fixed amount of oil and draft con- 
trols which provide a fixed amount of air 
to be used in every case if the highest ef- 
ficiency is to be achieved. 

Through many years we have seen the 
oil burner industry permitting poor con- 
trol or partial-control of draft with its 
resultant inefficiency hinder the growth 
of the industry. Undoubtedly it is at this 
moment pulling the punch from much 
good advertising. It is regrettable that 
carelessness in this important matter of 
accurate control of draft is permitted by 
some of the largest fuel oil companies and 
some of the largest oil burner manufac’ 
turers. They seem to fail to recognize that 
if the industry increases, the total oil sales 





SALESMEN and SERVICE MEN 
needed by Distributors of 
YORK HEAT 


EXPERIENCED men to sell and service York Heat 
oil-burning equipment, wanted at once by York Heat 


distributors in various sections of the country. 


York Heat is going places, with the most complete 
line of domestic, commercial, and industrial oil-burning 
equipment in America. Men who are on their toes, and 


know their stuff, are assured of a promising future on 


the York Heat team. 


If you’re a first-class man with ambition, write us, 
giving full particulars. We’re helping our distributor 
organization get a head-start on post-war, and will refer 
your application to the York Heat distributor nearest 


you who is short-handed. 





YORK HEAT 


Division of 
YORK-SHIPLEY, INC., YORK, PA. 


MEMBER OIL HEAT INSTITUTE OF AMERICA 




















SS no VENT | 


AIR ELIMINATORS © 


CIRCULATION TROUBLES? 


Don’t fight air pockets or traps in hot or cold circulating 
lines! “Get that air out of there” and keep it out simply by 
installing the No. 7 Maid-O’-Mist Automatic Air Vent. This 


And Keep It 
Out With 





reliable air vent has a self-clos- 
ing float-controlled valve and is 
designed especially for circulat- 
ing pipe lines, convector radia- 
tors, unit heaters, cooling mani- 
folds, tanks, diesel engines, or 
any other application where air 
pockets or traps retard the free 























CHICAGO 7, 


No.7 
—r» COWN 
Radiator 
XN 
Boil 


— es 


Venting overhead hot or cow 
water circulating lines. 


MAID-O-MIST< 


213 NORTH ABERDEEN STREET 





circulation of liquids. Now 
available in bright brass finish. 





APPROVED FOR NAVY, MARITIME 
COMMISSION AND ARMY USE 
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on't jump to 
conclusions! Fantastic 
pictures and fancy 
promises of the post- 
war possibilities in oil 
heating equipment are 
now 10c a dozen. So, 
don't jump to any con- 
clusions today for to- 
morrow. All we say at 
QUIET MAY is that we 
will be ready to talk 
cold turkey to you at 
the right moment. 
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The proven 
and depend- 
able Dual 
Utility Oil 
==} Heating Unit 
will be in- 
cluded in the 
line when we 
resume pro- 
duction, 









May Oil Burner Corporation 
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Baitimore-3, Md,, 





210.00 
A MUNUTS 
2670 00.00 
PIR DAY 


Sustained accuracy — that’s the vital considera- 
tion when choosing petroleum meters. For petro- 
leum meters measure money! A meter handling 
200 gallons per minute of liquid costing only 5c 
per gallon measures $10.00 worth each minute— 
$6,000.00 worth each 10-hour day! 


That is why sustained accuracy is the focal point 
around which all Smith Meters are built. The 
simple, time-tested Smith Rotary Principle, and 
exclusive Smith design, provide an unequalled 
combination of metering speed and sustained 
metering accuracy. 


Smith Meters in a full range of capacities and 
in models for trucks, loading racks, refinery and 
pipe line service are available on priority. 






* * * 





SMITH TRUCK METER MODEL T-15 (Illustrated above) 
No pistons—no valves to wear. Easily adapted to any 
piping arrangement—24 combinations of counter, inlet and 
outlet lieu 


: SMITH METER COMPANY | 


SUBSIDIARY OF A. 0. SMITH CORPORATION 
Factories at Los Angeles and Milwaukee 

































will increase. We are glad to note also 
that some of the largest of these organi- 
zations are now strongly stressing the im- 
portance of accurate draft control, which 
is a very encouraging sign. If this trend 
could be made 100 per cent there is no 
question that the oil burner industry 
would benefit and advertisements would 
become more and more effective. 

In advertising to encourage more oil 
burner sales it would seem that some of 
the effort might well be directed to the 
oil burner manufacturer, dealer and even 
installation man so that he might by in- 
stalling more efficient jobs aid you in your 
general objective. 

H. M. CUNNINGHAM. 
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Pacific Coast Co. Stops 
Retail Heating Sales 


THE PACIFIC COAST COAL CO., a subsidiary 
of the Pacific Coast Co., one of the largest 
fueloil distributors in the Northwest, has 
recently announced discontinuance of re- 
tail sales of oilheating equipment. Oper- 
ating fueloil bulk plants in Seattle, Ta- 
coma, Wenatchee and Portland, the 


HIGH PRESSURE 


TWO-WAY 


CURRENT FAILURE VALVES 


General Controls G-1 Series Valves are two-way 
current failure *Hydramotor Valves designed for 
operating pressures up to 300 Ibs. G-1 Valves are The 
suitable for gas, oil, water, air and steam. Approxi- 
mate opening time 8-10 seconds; closing—2 seconds. 
Operator dimension only 4%”, diameter 6” high, 
weight approximately 7/2 lbs. Write for Catalog 52. 
*Trademark registered United States Patent Office. 


GENERAL 


801 ALLEN AVENUE 
Branches: Boston « New York % 
Philadelphia « Cleveland « A 





74 








G-1-1 Hydramotor Valve 


CONTROLS 
GLENDALE 1, CALIF. 
Keg Detroit « Chicago « Dallas 
tlanta « Denver « San Francisco | 


Company had developed an impressive 
Heating Equipment Div. 

It also had a wholesale setup for heat- 
ing equipment, operating in the same 
cities, and it was decided by the Com- 
pany’s directors that wholesale and retail 
business did not work well together. The 
wholesale activity is being retained and 
will be widely expanded in the postwar 
period. L. E. Gosling, formerly of Heat- 
ing Equipment Co., has just been ap- 
pointed manager of the heating division at 
Portland. 
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Universal Oil Products 
to Amer. Chemical Society 


OWNERSHIP OF THE UNIVERSAL OIL PROD- 
ucts co. of Chicago will pass to the 
American Chemical Society under the 
terms of a gift announced by Dr. Thomas 
Midgley, Jr., president of the Society. 
The income, which will be used for re- 
search under the direction of the Society, 
will be approximately one million dollars 
a year. The Board of Directors of the So- 
ciety has accepted the offer in principle 
and has appointed a special committee to 


fuel savings. 
these savings 


| 
| 
| 


leading oil 


and power plant. 
information. 


Urgently Needed This Winter! 
The Payoff—CUSTOMER GOOD WILL 


C.S.E. closer control holds draft to the IDEAL MINI- 
MUM for clean, efficient combustion, 10% to 25% 
To many of your rationed customers 
may mean 
acute heat shortage and solid comfort this winter. 


DRAFT 
overnor 





burner control. 
Internal damper type. Can be in- 
stalled on any angle without taking 
down pipe. Models for all standard 
domestic pipe sizes from 5” to 18”, 
and for industrial installations, any 
size or type to 5 feet. 


C.S.E. manufactures a complete line of draft 
controls for every size and type of heating 
Write today for complete 


Cole-Sullivan Engineering Co. 
1300 No. Third St., Minneapolis 11, Minn. 


complete the final details. 

The Universal Oil Products Co. is 
owned by six of the nation’s largest o: 
companies — Phillips Petroleum Corp 
Shell Oil Co., Standard Oil Co. of Cali: 
Standard Oil Co. of Indiana, Standa:d 
Oil Co. of New Jersey, and the Texas 
Company. The American Chemical S 
ciety will become full owner of the Ui 
versal Oil Products Co. and the entir- 
income thereafter shall be used by the S 
ciety for research in the fields of scien 
relating to the oil industry. 
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Owen D. Young and Gerard Swope re- 
signed as chairman of the board and presi- 
dent, respectively, of the General Electric 
Co. Charles E. Wilson was reelected 
president by the board of directors. 


W. Alton Jones, President of the Cities 
Service Oil Co., has been appointed chair- 
man of the General Industry Committee 
for District I. He has been president of 
the Cities Service Oil Co. since January 
1940. Mr. Jones has been a member of the 
Petroleum Industry War Council since 
the beginning of the war. 


| BAROMETRIC DRAFT 
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acceptance 
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NO. 3 SERIES 
HEAT EXTRACTOR 
BOILER™ 


Heating Contractors— 

men whospecify,sell and in- 

stall—know boilers. They have 

told us that the NRC No. 3 Series 

Heat Extractor Boiler is the best they 

have ever handled. It’s easy to set up... 

attractive . . . exceptionally well designed 

heating surface . . . performs with eco- 

nomical dependability. 

It is the ONE boiler which was designed 

for convertibility to any fuel — without 

loss of rating. Hand or mechanically- 

fired, the same rating is obtained, no 

penalties for postwar fuel conver- 

sion. Ratings 1120 to 3680 sq. ft. 
hot water equivalent for steam. 


" “a Install the NRC No. 3 Series on 
‘ your next job... you too will 
M - be sold that it is TOPS in mod- 
iP ern boilers. 

*Furnished with jacket when WPB permits. 





or Outstanding 
Prod ‘uction Achievement 


The NATIONAL RADIATOR Co. 


218-T Central Avenue + Johnstown, Pa. 


50 YEARS OF SERVICE TO THE HEATING INDUSTRY 
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SURE CURE 


for Post-war Pump 
Headaches 


yOU CAN DEPEND ON TUTHILL 


PUMPS FOR OUTSTANDING 


ES 
PERFORMANCE WHEN PEACE COM 


No need to worry about pump performance in 
the post-war period we're all working toward. 
On the basis of the job Tuthill Pumps and 
Fuelstats are now doing on the fighting fronts, 
you can count on even finer Tuthill Pump per- 
formance when victory is won. 


With our entire output ear-marked for war 
service, it is still neces- 

sary to rely on your 

present equipment. Keep SER VING 

it operating efficiently ARmy 


through repair or re- ~ NAvy 
conditioning by our AIR FORCE 
authorized field serv- M 
ice stations or the ERCHANy 
factory. 

mei MARINE 


TUTHILL PUMP COMPANY 


939 EAST 95TH STREET 
hailey. \clom h Ami aa), le] b 











H. B. SMITH BOILERS 
PERFORM EFFICIENTLY 


with ANY Fuel 





Easily Convertible 
Ii this year of fuel shortages, what 

boilers are you recommending? Are 
you puzzled over whether to specify a 
special oil burning unit, or a hand-fired 
boiler? 
If so, H. B. Smith is your best bet, for 
while Smith “Mills” sel have been 
designed primarily for automatic firing, 
they can be ron: converted and will 
operate efficiently when hand fired. 

hy? Because Smith “Mills” exclusive 
vertical water tube design provides more 
of the all important prime heating surface 
than does any other boiler of equivalent 
size . .. a principle that insures high heat 
absorption, regardless of the fuel burned 

. - and, incidentally, LOW fuel con- 


sumption. 


Write for details. 


The H. B. SMITH CO., Inc. 


WESTFIELD e@ MASSACHUSETTS 
Boston New York Philadelphia 


OMTH 


Nace 1853 
MOST FAMOUS NAME IN HEATING 
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Rebuilt Fractional Motor 
Stocks Listed by W.P.B. 


REPAIR SHOPS NEEDING standard model, 
rebuilt fractional horsepower motors for 
replacement purposes may obtain infor- 
mation from the War Production Board 
regarding the acquisition of such motors, 
WPB’s Electrical and Mechanical Re- 
pair Section has announced. 

Information regarding the acquisition 
of rebuilt motors for repairing domestic 
refrigerators, washing machines, oil burn- 
ers, coal stokers, commercial refrigeration 
systems, pumps or any other motor-driven 
appliances can be obtained by writing to 
W. T. Wessels, Used Motor Section, 
WPB, Temporary “E” Building, Wash- 
ington 25, D. C. That office receives re- 
ports on used motor sales and deliveries 
and maintains current records of the avail- 
ability of rebuilt motors. 


© 


Motor Outlook Easier 
THE MAJOR BOTTLENECK TO expanded 
production of consumer durable goods 
will shortly be broken with the release of 
substantial capacity for the manufacture 
of fractional horsepower motors for civil- 
ian appliances. Although nothing official 
has been said, pending and prospective 
aircraft cutbacks will reduce war demands 
for fractional motors enough to remove 
these motors from the list of critical com- 
ponents. This will become increasingly ap- 
parent within the next few weeks. 

It will depend upon the War Produc- 
tion Board to what extent the breaking 
of this bottleneck will permit resumption 
of the manufacture of household appli- 
ances. Up to the present time, reconver- 
sion has been authorized on a limited 
scale. 

This change in the fractional horse- 
power motor supply situation will facili- 
tate not only the limited reconversion pro- 
grams presently under way, but also the 
large-scale reconversion that will be per- 
mitted following the collapse of Germany. 


© 


John A. Brown, President of Socony- 
Vacuum Oil Co., died on Sept. 9. Before 
joining Socony-Vacuum Oil Co., Inc. he 
was President of the General Petroleum 
Corp. of California. 


Robert C. Anderson, vice-president of 
the Buckeye Iron & Brass Works, Day- 
ton, Ohio, died on August 27. 


SIMPLEX HEATER CONTROL CoO., St. Paul, 
has announced that it first sold “Soot 
Scamp” oil soot remover 16 years ago this 
month, that it was the first soot removes 
to be advertised in FUELOIL and that ra- 
tioning has substantially accelerated sales. 


© 


Robert B. Dickson, president of the 
Kewanee Boiler Corp., has been elected 
director of the American Radiator & 
Standard Sanitary Corp. He is also a 
member of the executive and finance com- 
mittees. 








Proven by 
PERFORMANCE = 


KRAISSL 


Filters > Strainers * Pumps 
for FUEL OIL 


Intelligent engineering is only the 
starting point. Consistent on-the-job 
performance over many years 
provides practical endorsement of 
KRAISSL design and manufacture. 


Class 72 Strainers and Filters 


Single and Duplex 
types for suction or 
discharge service— 
any practical degree 
of filtration in units 
designed for low 
pressures as well as 
up to 500 Ibs. hydro. 
static test—easily re- 
movable filter basket 
insures quick clean- 


ing. 





Single 


Class 60 Heavy Oil Pump 





Ss 
Standard equip- » 
ment wherever in- 
dependent pump 
and motor sets or 
booster pumps for @ 
pump-type burners 
are required. 


Kraissl-Trumbull 
No. 522 Fuel Pump Unit 


Rugged, dependable wall pump 
for gravity type oil burners hav- 
ing burning capacity of not 
more than 3 aals. per hour — 
Approved by Underwriters’ 
R Labs., Inc. 





Submit your fuel-line problems to KRAISSL 
engineers—literature and prices on request. 


THE KRAISSL COMPANY 


295 Williams Ave., Hackensack, N. J. 





October 
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Success of OIL BURNERS May 


LR 


FLEXIBLE 








Correct misalign- 
ment. Take u 
shock, surge and 
vibration. QUIET- 
EST COUPLINGS 
MADE. 





For Immediate Delivery 
ANY QUANTITY, FROM STOCK | 


reeves maxiet-q Make sure that your customers have the sure, We 
SILENT performance effected by L-R modern, 
durable construction. For oil burners, air con- 
ditioning, many other services. 


Wire or write 


LOVEJOY FLEXIBLE COUPLING CO. | 
5012 WEST LAKE ST., CHICAGO 44, ILL. 


rs 





Depend On COUPLING 








To left: L-R  Uniflex. 
Length overall 154” to 
2%”. To right: Manu- 
facturers make blower 
' wheels with L-R jaws in- 


tegral with hub. 











Shadows Over Our Cities 


(Continued from page 46) 


present in the smoke and are thus carried 
out over the city. Soft-coal soot from 
chimneys of English homes have been 
found to be almost half coal tar in some 
instances. High-volatile coals liberate the 
largest amounts of both soot and coal tar 
when improperly fired; if burned smoke- 
lessly, then both tar and carbon are con- 
sumed in the firebox. These tarry sub- 
stances which condense on smoke par- 
ticles contain the cancer-producing chem- 
icals used in experimental cancer studies 
and are coming to be seriously suspected 
as a possible cause for the lung cancer 
increase among the people of city slums. 


Along with the carbon in smoke goes 
a considerable amount of so-called “fly 
ash” composed of much the same sort of 
silicate compounds which killed so many 
hundreds of tunnel and quarry workers 
exposed to the fine rock dust produced 
in blasting operations. It was formerly 
thought these particles irritated the lungs 
because of their sharp cutting edges, but 
now their action is considered to be a 


chemical rather than a physical irritation. 
Before proper precautions were insti- 
tuted, these particles produced deadly 
silicosis among tunnel workers. But the 
ailment is seldom seen among city resi- 
dents exposed to fly ash. It is possible that 
a lower grade of irritation may be re- 
sponsible for their increased suscepti- 
bility to respiratory troubles. Similar fly- 
ash irritation in the nasal sinuses probably 
plays a large part in the prevalence of 
sinuses among dwellers in our coal-burn- 
ing cities. One might expect suburban 
residents who work daily in the down- 
town basin area to be affected almost as 
much as the basin “natives.” Most of 
these people, however, work in indoor at- 
mospheres which are much less polluted 
and sleep at night under cleaner air con- 
ditions. 


Carbon soot has been decreasing in re- 
cent years, because more factories and 
homes have installed mechanical stokers 
and secured better burning of the cheap 
grades of soft coal. Atmospheric fly ash, 
however, is thicker than ever because 
more violent mechanical drafts in fireboxes 
and chimneys have carried larger propor- 


tions of furnace ash out into the air. The 
great heating plants of industrial, apart- 
ment, and office buildings add to the fly- 
ash problem by their nightly blowing-out 
of the accumulated material in their 
stacks. This material should be trapped 
and removed from below instead of being 
permitted to escape and contaminate the 
sleeping city. 

Still another smoke constituent is the 
sulphur which passes off in the form of 
oxide gases. Sulphur oxides become highly 
irritating and corrosive acids when dis- 
solved in water. It was probably this 
type of irritation which affected the noses 
and air-passage linings of St. Louis resi- 
dents and, more than any other factor, 
inspired that city’s successful anti-smoke 
crusade. Coals burned there have a higher 
sulphur content (3-5 per cent). At times 
the atmosphere became really choking 
from these fumes. Out-of-towners usually 
transacted their business as quickly as pos- 
sible on such days and then rushed away 
to less irritating atmospheres outside the 
city. Many centers are much more for- 
tunate in being supplied with coals of 
lower sulphur content, but even so there 








Put Post-War Plans Into 
Action Now! 


Oil-burner manufacturers who arrange 
now for the transformers they will 
need for postwar products will have 
a distinct advantage over those who 
wait until peace is actually here. We 
are now booking orders for postwar 
delivery. Send us your specifications 
for a quotation. 





2981 Franklin 


“The Dongan Line Since 1909” 





Voltages from 5,000 fo 15,- 
000. A variety of sizes 
and 
types built to specifications. 


Dongan Electric Manufacturing Co. 


mountings. Special 


Detroit 7, Mich. 
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Bock OIL BURNING 
WATER HEATERS 
INTERMITTENT OPERATION 
ELECTRIC IGNITION 


WITH BOTH VAPORIZING AND 
PRESSURE TYPE BURNERS 
iwilalde tn Six Sizes 
“WRITE OR WIRE TODAY FOR 
COMPLETE INFORMATION 


fold Gde}-i fe) Fale), 


MADISON WISCONSIN 
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twist of the wrist—no tools required. 





THE GENERAL COMMANDS: “PROFITS” 


Dealers joining the vast Army of those selling GENERAL FILTERS find them to be 
highly profitable. Easy to sell and install, GENERALS are serviced with a quick 


SEE YOUR LOCAL JOBBER WHO HAS COMPLETE STOCKS OR SEND DIRECT TO US FOR PRICES. 


The GENERAL is dependable. Removes all waxes, dirt and other foreign matter 
which clogs nozzles and increases wear on parts. 


MODEL 2A-300 FOR ALL POWER OIL BURNERS. 
WATER HEATERS AND FUELOIL RANGES. 


Excellent design—Fine workmanship. A good record of service to the Field. 


General Filters, Inc., 14435 Grand River Ave., Detroit 27, Mich. 


e fea ay Ne 


Listed: Re-Examination Service, Underwriters’ Laboratories 


MODEL 1A-50 FOR SPACE HEATERS, 


Write 
for 
Literature 
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FILTER 
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is still enough of these acid fumes to etch 
stone buildings and disintegrate outdoor 
paints and exposed metal surfaces. 

Fly ash, sulphur fumes, and carbon 
soot loaded with coal tar—these are the 
damaging factors in city smoke as far 
as man himself is concerned. Cutting off 
of sunlight is probably the least important 
loss, for normal winter cloudiness and the 
acute angle at which winter sunlight 
strikes the earth in Cincinnati make it nec- 
essary for us to get our vitamin D supply 
from food sources during the smoky sea- 
son. Considering the matter from the res- 
piratory disease standpoint alone, urban 
residents are fully justified in taking any 
steps necessary for abolishing the smoke 
pollution evil. Several cities are becoming 
greatly concerned over the situation, and 
as usual there are economic interests 
which oppose the needed changes. A half- 
century ago similar. objections were 
raised against plans for purification of city 
water supplies. It was only the clear- 
cut demonstration that typhoid and 
other enteric fevers from polluted water 
were killing thousands each year that 
forced the acceptance of water purifica- 


tion. Similarly, purified city air will prob- 
ably remain a mere hope until enough 
citizens properly appreciate the heaith 
hazards of smoky atmospheres. 


Fight on High-Volatile Coals 


If any smoke abatement program is to 
lessen air pollution hazards, it must con- 
sider certain fundamental factors. Car- 
bon soot and coal-tar compounds flow into 
city air almost exclusively as a result of 
the faulty burning of high-volatile soft 
coals. Such coals can be burned smoke- 
lessly with proper furnace equipment. 
Hence, abatement campaigns are being 
conducted mainly along the lines of pro- 
hibiting the use of high-volatile soft coals 
unless proper equipment is available for 
burning them without smoke. Few in- 
dustrial plants (except for blast-furnace 
operation) use any coals except the 
cheaper, high-volatile types which are ob- 
tainable in largest quantities. Proper 
equipment enables these companies to 
burn such coals smokelessly and without 
loss of unburned fuel through smoke- 
stacks. Increasing numbers of home own- 
ers are also installing efficient mechanical 


stokers for these cheap coals. All that is 
necessary to do away with the black- 
smoke evil completely is to insist that the 
rest of the homes and the railroad en- 
gines either burn low-volatile coals or ob- 
tain equipment for the proper handling 
of the high-volatile varieties. 

Relief from black smoke, however, in 
no way lessens the fly-ash problem. The 
ash content of coal is not related to its 
load of volatile materials or its tendency 
to smoke when improperly burned. In 
fact, hard coals with almost no volatile 
matter may yield just as much ash as the 
high-volatile soft coals. Entirely separate 
steps must be taken to clear city atmos 
pheres of fly-ash hazards. Better settling 
chambers or traps for the filue ash, or the 
use of water sprays to cleans the chimney 
gases, will do the trick. Relief may often 
be obtained simply by avoiding sudden air 
blasts into the firebox. Many types of 
home stokers have only one speed for 
their draft fan, and the sudden air blast 
as the fan comes on carries large quanti’ 
ties of fine ash up the chimney. A more 
gradual onset of the draft current would 
remedy this situation. 















WAR ON WASTE! 


Increase efficiency of oil by keeping heating —. 












unit free from excess soot. All oil soot in fire Soon 
chamber and flues vanishes instantly when maa 
sprayed with E-Z Fuel Oil Soot Destroyer. ante 
“EASY TO USE— - eas 

ECONOMICAL TOO!” Ke 
DISTRIBUTORS: Write for fine proposition. 
















HEALY-RUFF COMPANY, 797 Hampden Ave., St. Paul, Minn. 
Enelosed find eheck ( ) money order ( ). 


Address 
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Send the following prepaid: 
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THRIFTY-- 


THAT’S WHY MORE 
CONSUMERS DEMAND 
THAT YOU INSTALL 
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The Oil Burner FIRST in Sales Throughout Metropolitan NEW YORK 
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PORTABLE, QUICK CONNECTION for FUEL OIL DELIVERY 
FASFILL is a Hand-tight, Universal | 



















Quick Connection Between Gun and 
Fill Pipe . . 

. a loose-tight connection combining the 
desirable advantages of both. Adaptable to 
all fill lines. Sealing diaphragm permits 
" faster filling and stepped-up pumping speed. 
Saves valuable time and eliminates blow- 
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at 1s backs, fill drip, and need for making-up a 

ack- tightly threaded connections. FasFill is a -, 

tthe | complete connecting unit in itself . . pro- 

| ene viding for 114”, 14%” and 2”, Male and 

r ob Female connections. FasFill is particularly tsi 

dling advantageous for use with VENTALARM FASFILL 
equipped tanks. The heating season is here 

r, in . . order a FasFill, to-day, for each * SPEEDS DELIVERY 

The of your trucks. * ELIMINATES. BLOWBACKS 
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* SAVES TIME AND LABOR 
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Work in San Francisco— 


* Permanent employment, both now and | et ( i 5 AIR t| LTE RS 


in the postwar period— | 


W yuld 


* An old established firm—now making 


E 
oil burners and oil burning equipment | C “ E ? WRITE TODAY FOR FREE BOOK 
for the armed forces and essential A Ly P . r . 
: , | Lists filter sizes for leading 
industries— | 


furnaces and air conditioning 
units. Makes it easy to service 
your customers. Write Dept. FO. 


* Fine working conditions— 
WITH A FUTURE 


* Union scale— 


: * Vacations with gsay— 


WRITE TO BOX #477. 


FUELOIL & OIL HEAT 





ii 


RESEARCH PRODUCTS CORPORATION 


MADISON (3) WISCONSIN 


: 
é o// heat 























COLOR Ae, ANS 


TRUCK 
PUMPS 
The “Bucket Design" 


service is not unusual. 





‘To Cut Pumping Costs 
BETTER BUY BIAGKMERS , 


POWER 
PUMPS 


(swinging vane) principle makes these 
pumps SELF-ADJUSTING FOR WEAR. 20 years of constant 


HAND 
PUMPS 


Send for Bulletin No. 102: Pumps for the Petroleum industry. 


BLACKMER PUMP CO., 2170 Century Ave., Grand Rapids 9, Mich. . 
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SERVING THE PETROLEUM INDUSTRY FOR OVER 40 YEARS 





The amount of carbon soot deposited 
over Cincinnati has been declining in re- 
cent years with the increase of stokers 
and gas or oil furnaces. Greater use of 
coke has also helped. However, fly ash 
has increased even more than carbon soot 
has decreased, so the net health situation 
is worse instead of better. Evidently 
some highly technical consideration must 
be given to smoke elimination before 
genuine relief can be obtained. 


For years I have driven from bright 
suburban sunlight down into the dense 
murk of the basin area. And for years 
I have wondered how long the people of 
our American cities would continue to 
tolerate such pollution of the air they 
breathe. At last they seem really to be 
awakening to the evils of the foul artifi- 
cial climate in which they must live. The 
drive to produce materials for the all-im- 
portant war effort may stimulate further 
and faster action by persons who realize 
that the healthier a nation is, the better it 
can fight. The first efforts to cleanse 
American urban atmospheres may fall 
short of the 100 per-cent-effective mark. 
But only by trial and test will it be pos- 


sible to arrive at a solution of the vital 
pollution problem. Man may not be able 
to control natural weather, but he should 
be doing a much better job in straighten- 
ing up the mess of his own weather- 
making. 


© 
Preferred Utilities Booklet 


On Power Plant Service 


“DIVIDENDS FROM YOUR POWER PLANT” 
is the title of an interesting booklet re- 
cently published by Preferred Utilities 
Mfg. Corp., New York. It is available to 
oilheating men and power plant opera- 
tors on request. 

The booklet consists of a compilation 
of ten non-technical discussions by men 
who are authorities on steam generating. 
Each article handles a different phase of 
power plant operation and supplies much 
useful information that busy main office 
executives ought to have, yet rarely find 
time to acquire. It opens up issues that 
are not often brought to executives’ at- 
tention—for, example, whether steam 
producing costs should be correctly classed 
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Comfort and Cash 


NEWARK CONTROLS 
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as overhead or an item of product cost. 

It discusses steam - producing equip- 
ment; modern installation and practice; 
operating economies; boiler efficiencies; 
potential heat vs. produced steam, and 
other such pertinent subjects. 


© 
Gas Industry to Spend 


Millions for Promotion 


PLANS FOR AN EXPANDED program of gas 
industry research, national advertising 
and general promotion were adopted Sep- 
tember 16 by the executive board of the 
American Gas Association. The industry 
adopted a budget of $4,200,000 to be 
spent in the next three years for this 
work, with the funds to be supplied by’ 
local gas companies. An important share 
of the promotional emphasis will be placed 
on home heating. 
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THE JANETTE MFG. CO., Chicago, has is’ 
sued a new bulletin which describes, with 
charts and performance tables, Janette 
Blower Wheels and their application. 
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